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“War-Eagle” Rope makes no compromise with safety. It has ample 
strength and can be relied upon to perform any job with complete 
safety. The abrasive resisting qualities of ‘““War-Eagle” are the very 
highest. ‘“War-Eagle” is thoroughly waterproofed with the No. 1 


cordage solution formerly used only in “American Superior” Pure 





Manila Rope. It is strong—safe—dependable, and you can buy it 
without restriction. Order through your regular supplier. 


The chart shown above, which gives weights 
and strengths of both Manila and “War- 
Eagle’ Sisal Rope, is contained in this new 
booklet on rope conservation. 
your copy. 


AMERICAN MANUFACTURING COMPANY 


Noble and West Sts., Brooklyn, N. Y. 
Western factory: St. Louis Cordage Mills, St. Louis, Mo. 
Branches: Boston, 


Baltimore, Philadelphia, Chicago, New Orleans, 


WAR -EAGLE 


TOP QUALITY 


PURE SISAL ROPE 


Write for 




















YALE 
IS CALLING 
AMERICA 
TO YOUR 

STORE 








Materials for blackouts and for victory gardens, hoes and 


cna A sii shovels, pumps, flashlights and pails ... are strange things 
for a Jock manufacturer to be advertising. 


ts 


a YALE PUTS 3 BIG SALES MOVERS Yet that is exactly what YALE advertising in the SATUR- 
or . . ° 
IN YOUR BUSINESS DAY EVENING POST is doing —to build store traffic for you. 


We realize that priority business may be scarce in some 





STo, <o communities and that your sales and service departments 
& Tr oy 


"are. are likely to be short-handed in these “war-first” days. 
That’s why YALE is thinking, planning, building sales for 
ee you — of products you can sell — where you can sell them. 

THE NAME YALE HELPS MAKE THE SALE 


THE YALE & TOWNE Stanrono, conn. u- sa. 
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Hardware Age, published every a Thursday by Chilton Co. (Inc.). Entered as secon i-class matter, March 24, 1933, at the Post Office at Philadelphia under the Act of 
March 3, 1879 ( Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 149, No. 13 















With the present production of new Electric 
Water Systems not sufficient to supply the 
demand and with extensions of rural power 
lines practically halted, many farmers will 
have to pump water with hand and windmill 
pumps, at least until final victory has been 
won... Many Myers dealers know that Hand 
Pumps and Accessories are still basically 
required. They have found that the sale of 
these items can be made a profitable portion 


of their business, especially so when hand- 
led along with the full line of MYERS 
Pumps and Water Systems which provides 
all the essentials needed to develop farm 
business... Dealers can turn to Myers Hand 
Pumps and Accessories for immediate sales 
opportunities. Present production quotas 
indicate that all 1942 demands can be met. 
Standardized types and sizes permit a com- 
plete line with limited investment. 








HAND PUMP BUSINESS CREATES WATER SYSTEM SALES 


Dealers can develop farm business through the sale of Myers Hand Pumps and 
Accessories. Farmers do much of. their own maintenance and repair work and con- 
sequently make trips to town for pump parts which gives the dealer an excellent 
opportunity to demonstrate the advantages of Myers Automatic Water Systems. 
Dealers who promote the sale of Myers Hand and Windmill Pumps now will be 
keeping their customers satisfied and entrenching themselves with the farm trade 
for future water system business. 
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ITS NEW...NEEDED...SELLS ITSELF! 





| Vi for immediate profits. . . 
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because it’ tutns a wat-time lade Ci into a pleasant duty 





























Smart Shopping-Bag on WHEELS 


Women who are anxious to help the Nation conserve gas, tires and man-power 
will call the Victory Van a “blessing on wheels”. 


A “Victory Van” takes the strain of carrying heavy packages off their arms and 
into an easy-wheeling, smart-looking, ample-size carry-all. It’s the modern, 
convenient way. 


Growing war-time inconveniences will mean more and more foot-trips to the 
stores and markets... AND MORE AND MORE NEED FOR “VICTORY VANS”. 


Practically SELLS ITSELF! 5 9 8 


Large, red and each 


blue label on each RETAIL 
Victory Van does 
a real selling job. 
Display the Van 
up front, in your 


———_ /TRY A DOZEN 
, AND WATCH ITS 
SELLING SPEED! 
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Stands Upright 
looded or un- 
looded, on a 
special ‘‘tuck- 
away" Back 
Rest. 


CONSTRUCTION FEATURES ORDER FROM 
STURDY HARDWOOD MAPLE FRAME .. . Light-weight YOUR JOBBER 
and long-lasting. Navy Blue finish. or write direct. if 
GENUINE DUPONT “FABRIKOID” BAG in Navy Blue. your jobber does not 
Large size bag cleans with a damp cloth. stock them. 

FOLDS COMPACTLY .. . easy to carry, easy to store. 


HOLDS 80 POUNDS OF GROCERIES, ETC. 


BAG IS DETACHABLE from frame for easy filling by 
tradesmen. 


BACK-REST KEEPS “VAN” IN UPRIGHT POSITION for 
loading. A leather strap keeps Back-Rest in folded posi- 
tion for wheeling. 


LARGE, 5-PLY WOOD WHEELS in Military Red. 


Uses only materials that are not war-essentials. 


ALL PATENTS 
APPLIED FOR 




















Are you stocking and - 
selling world-famous — 
PEARL-WICK HAMPERS? 














3 fo Sai LIGHTWEIGHT 
PEARL-WICK CORP. i cesy coming 


27-50 FIRST ST., ASTORIA, L. I, NEW YORK storing. 
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How to get a 
Star Salesman 


to Work 
for Nothing! 
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Here's a salesman who’s always on the job, who gets sure- 
fire results—and never draws a cent of pay! 

Place this bright-colored sharpening stone display in your 
tool section or window and just see if it doesn’t help you 
make extra sales to carpenters, mechanics, work shop fans 
and other edged tool customers! Every time you sell an 
edged tool, it will speak up with a quick reminder that the 
customer needs the right Carborundum Brand Stone to 
keep the tool sharp. 

Compact in size, 1514” wide by 18” high, it holds on display 
half a dozen assorted stones. Furnished with an assortment of 
eight stones .. . 2-No. 108, 2-No. 109, 1-No. 110, 1-No. 115, 
1-No. 121 and 1-No. 134. Write for display 


No. 741. Lists at $11.40, $7.41 net to dealer. Sammie Semen 
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THE CARBORUNDUM COMPANY « NIAGARA FALLS, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company) 
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BUILDINGS 2 Cell ave Meany 


To shelter his huge and growing army Uncle Sam __ with the data he needs in order to get the goods for you. 
has become the world’s greatest builder. The Stanley Works, New Britain, Conn. [STANLEY 


Trade Mark 





Supplying the hardware for hundreds of thousands 


of doors and windows is one of our tasks in this tre- 
mendous war building program. S T A N l . Y 


Because of the importance of this work, it must come 


first. In order for us to supply you with the hardware H A R D WA & E 


you need, it is necessary that you furnish your jobber 
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Here’s a fine assortment of hardware 
designed for one purpose 
—to serve doors! 















Utility and greater convenience in operation are 
assured with the installation of these modern door 
aids. Every product illustrated is constructed in 
the standard National way— first, quality materials; 
second, expert designing; third, careful precision : 
manufacturing to guarantee a long and efficient | 
No. 810 Garage Door Holder service life. These are the characteristics of fine 
hardware that your trade is demanding today when 
conservation and preservation are essential. | 


National 


No. 810 GARAGE DOOR HOLDER makes good on every job. Holds 
door securely open to allow quick, easy access to garage. 


Nos. 820 and 821 CHAIN BOLTS are made of extra heavy malleable 
iron. Bolts are easily reversed by removing cotter pin. 








No. 830 FOOT BOLT is stoutly constructed with an oil-tempered-steel 
friction spring serving to hold the bolt in place. 


No. 835 CANE BOLT is the only self-locking cane bolt made. It may 
be used either as a bottom bolt or applied sidewise 
on swing doors. Made in two sizes, 18-inch and 
24-inch. No. 836 CANE BOLT is made in the 12- 
inch size only. 


No. 834 BARREL BOLT is a free-working, depend- 
able bolt with built-in strength where it is most 
needed. Made of cold rolled steel. 





Check over your stock now and be sure to order 
your supply of this popular door hardware. 
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Catalog of the full National 
Line is yours for the asking 





i, No. 836 No. 835 
No. 830 Foot Bolt Cane Bolt Self-Locking Cane Bolt 


NATIONAL MANUFACTURING CO,., Sterling, Illinois 
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SORTER 


Co-operation for Victory 


All along the line in industry, top production 
is dependent upon co-operation. Cleveland 
Chain employees know the meaning of co- 
operation and are constantly reminded of its 
importance by the company poster shown 
upper right. 

The enormous demands for Cleveland Chain 
by the Army and Navy have cut deeply into 
the supply available for hardware consump- 
tion. But the splendid co-operation of the 
hardware trade in making adjustments and 
substitutions to handle civilian chain needs 
is contributing greatly to the national cause. 
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C2 PROTECTS YOUR PROFITS 


Now as always, the interests of The Cleveland Chain & Mfg. Co. are closely 
bound to the hardware trade. The hardware jobber 
and dealer are of foremost consideration to our com- 
pany and every effort is being made to be of effective 
service to them during the present emergency. Unin- 
terrupted production of our equipment for war re- 
quirements must go forward but we are still able to 
accept orders from all of our regular trade providing 
these carry satisfactory preference ratings to cover 
the urgently needed material. 





CLEVELAND Reel 
Package of Proof Coll Chain Specify Cleveland Chain for Dependability Chain Display Stand 


) [he Cleveland Cain & Mily. (AE Cleveland, Ohio 
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WITT CANS and PAILS 
WHY ALL DEMANDS CANNOT BE MET 


Production of war material is making heavy rupted; we are, however, making Witt Cans 





demands for steel to the extent that it’s impos- and Pails but there is not enough steel avail- 
sible to get all the steel necessary for civilian able to supply the demands for these quality 
needs. As long as this condition exists, there products. 


will be fewer Witt Cans and Pails made. 
Until the time when the enemy’s guns are sil- 


Normal channels of distribution are now dis- enced and peace again prevails, we ask your 


patience. 


I 


“= 


There will be more and 
better steel to make the 
Complete Witt Line bet- 





ter and available to all. 
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In the meantime consult 


‘< 


your jobber. 








UNDERGROUND GARBAGE 
RECEIVERS OILY WASTE CANS ROLLER CANS ASH AND GARBAGE CANS 


The WITT CORNICE Co. Winchell Ave., Cincinnati, Ohio 























THESE CASTERS HAVE A BALL THAT ROLLS ON BALLS 
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CASTERS 


THESE casters roll on ball bearings—roll quietly and smoothly in 
any direction. Heavy furniture can be moved easily and without 
effort. No scratched floors. No torn rugs or carpets. In fact, 
“@eme’’ Ball Bearing Casters provide real protection for all kinds 
of floors and floor coverings. 


ROLL ’EM ON THE COUNTER 


Let your customers see how “‘Aeme’’ glide smoothly along the 
counter. Or, roll one on the palm of your hand. All you have to 
do is to demonstrate an “Acme Caster and the sale is made. 
A sure way to increase caster sales and profits. 
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THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE, N. Y. 


t Office: 72640 Book Tower @ Chicago Office: 902 $ 


Cleveland Office: 402 Swetiand Building 
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THE NATIONAL SCREW & MFG. COMPANY 


CLEVELAND 


JUNE 25, 1942 


| 
| 


| 


First Plant 
Signs 10 Pct. © 
of Its Wages 


Employees of the National Screw | 
& Manufacturing Co., one of Cleve- | 
land's largest war plants, are the | 

| 
| 


first in the city to achieve Presi- 
dent Roosevelt's objective of sub- 
scribing 10 per cent of their earn- 
ings for the purchase of War Bonds 

Percy W. Brown, co-cnairman of 
the Greater Cleveiand war savings 
Staiff, said the amounts deducted 
from the workers’ earnings varied 
from $5 to $100. 

A civic rally at which the firm's 
employees will be honored will be 
held at 11:30 a. m. tomorrow at the 
plant, 2440 E. 175th street. Mr 
Brown will present the firm With a 
Special certificate issued by Treas- 
ury Secretary Henry J. Morgenthau 
Jr. Other speakers will be Mavor 
Lausche and Herbert P. Ladds. 
president of the firm 

An hohor roll containing the 
names of 168 of National's employ- | 
ees now in the armed forces will be | 
unveiled. 


CLEVELAND PRESS — S/S 27/ 42 









Necessary Kquipment 





VOW when many manufacturers of hard- 


ware products are devoting part or all of 
their output to National Defense, hardware 
buyers are finding more use than ever 
for this Merchandise Directory Number of 
Hardware Age. It is a big help in locating 
acceptable alternate items if your pre- 


ferred items are temporarily out of stock. 


\V HEN you are looking for a particular 
product, or some much wanted line of mer- 
chandise. or important catalog data about 
certain products—refer to the Green Index 
in the front of the book first. It will prob- 
ably lead you to the very data you want. 


where 


is bought! 
2 


The 


Merchandise Directory 


Number 


of Hardware Age— 


‘[ HE “Who Makes It” issue gives you the 
product information of over five hundred 
manufacturers, so presented that you can 
see at a glance what company or companies 
make it and on what pages their products 
are illustrated and described. 


‘HIS handy, informative buyers’ guide 
supplies you with the names of manufactur- 
ers, their products, trade-names, etc. In 
many cases it gives the actual catalog data 
of the product or products as presented by 
one or more manufacturers in their con- 
densed “Ad-Catalog”. Make this directory 
serve your wants. 


hardware 


the “Who Makes It?” issue 
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(| Alene tat Sede oe fied Ie 
“KLEIN”! 


Wren a man who knows good tools 


@ 











says ‘‘Klein’s,” he means the finest in pliers. 
So linked in the minds of linemen, elec- 
tricians, good workmen everywhere, is 
the name Klein with quality tools that the 


two have become synonymous. 


When your customers ask for a pair of 
Klein’s it is a subtle tribute to the high 
reputation with which these better tools 
are regarded by men who have proved 
their quality in the toughest laboratory of 
all—actual use. It is a subtle tribute, too, 
to your judgment that they expect you to 
have Klein’s in stock. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 





International Standard Electric Corp., New York 
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L “ _ & Sons 
a } J Chicago, Ill., U.S.A. 
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CUSTOMER: "You mean 
to say | can have all the 
Tank-Floats | need? No re- 
strictions? 




























DEALER: "Certainly! And £ 
the New AMERICAN PLAS- : 
TIC Tank-Float is better 
than copper!" 
Hardware Dealers: Stock now , 
Used by leading o © td 
Pottery a ae 
we =| AMERICAN Plastic “THAR’ SHE BI oWST" § 
tought wit ot | TANK FLOATS | 
a Leak PROOF This familiar cry from the 
crow’s nest brought cheer to 
Buoyant as thin whalers of old. A carton of 
skull copper floats Whale Clothes Line displayed 
neieiitiete a » on your counter will catch the 
ne ok ae customer’s eye and bring cheer K 
shee, oe to you in the form of many bi 
Jeans profitable sales. ” 
Standard Threaded Whale Clothes Line is made of 
Spud integral with clean cotton yarn, with no soft 
mold roving and no loading. Hence, 
JOBBERS: it is far stronger and more dur- 
Write for sample able than ordinary lines. Whale 
and prices. is a good clothes line to buy — “s 
and a good line to sell. It is ig 
RETAILERS: priced low, where the volume is. 3 
Order from your Let the effective Whale counter % 
wholesaler. display* — 12 hanks in an at- 
Corrosion PROOF tractive, four-color carton — 











say, buy here and now. 


*Cellophane wrapper discontinued for 
the duration. 


Here's big, active demand under present conditions. NEW BUSINESS! 
REPLACEMENTS! Exceptional opportunity! Write 


AMERICAN MOLDED PRODUCTS CO. 


1758 N. HONORE ST CHICAGO, ILL 


* ofthe * 
* DIAMOND’S x 
PART in the WAR 


About ninety per cent of our factory's 
output is for Army, Navy and Air Corps 
use. We are working 24 hours a day, 7 
days a week to help supply tools for the 





tool 


SAMSON CORDAGCE WO 


BOSTON, MASS 










CAN OPENER 
COMBINATION 








wae eansiinn | Order No. 160-BC. Vaughan’s Improved CAN OPENER 
y COMBINATION .. . BOTTLE OPENER . . . CORK 

| SCREW ...AND A NEW OPENER FOR ALL CANNED | 
LIQUIDS! The only complete Can Opener Combination on 


Such all-out effort is necessary in spite 


of the sacrifices of civilien business. | the market, at a popular price. Packed on individual display f 

We're in a war and we're in TO WINI cards. One dozen to the box. A fine seller. Send for prices. 

When that job is done, it'll be back to Vv han’ 

BUSINESS AS USUAL. SAFETY ROLL IR i 
Diamond Calk Horseshoe ; ‘ 
. CAN OPENER . 

4612 Grand Ave. . . . Duluth, Minn. No. 170-W. The only can opener 
V 


that cuts the top out of 
SQUARE, round, or oval cans i 
and leaves a safety rolled edge. 

Best seller. More than fifty mil- 

lion sold. Individually patked 

on three-color display card. Two 

dozen to the box. Order now. 


ca ) * B VAUGHAN NOVELTY MFG. CO. INC. 


m 3211-25 CARROLL AVE. CHICAGO, ILL. ‘ j 
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_ A fast-moving Profit-Maker 


hited 


to help you replace lost lines! 
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Dw 
TABLEW ARE 
NER 
<2 ERE’S a champion wartime will stand hard serv- 
n on seller to help you make up ice for years. And 
play for lost lines and lost profits. priced so that with 
Oxford Tableware by Corning! your regular mark- 
7 It brings a buying glint into the up. it’s still an amaz- 
F eyes of any woman who prides her- _ ing bargain for your customers. above. and in 20-piece luncheon 
self on fine table settings. Designed Give Oxford Tableware a promi- sets. Also available in open stock. 
a with delicacy and imagination... nent spot in your store and watch Write us for information and prices 
cans ivory white in tone . . . non-porous it go to work on your profit sheet. ... not only on Oxford Tableware, 
mi ... easy to wash ...so durable it Comes in 32-piece dinner sets as but on all our fast-selling lines. 
tke 


Immediate Delivery . . WE CAN SHIP FROM STOCK! 
MACBETH-EVANS DIVISION - CORNING GLASS WORKS - CHARLEROI, PENNSYLVANIA 
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BOMMER 


HORIZONTAL SPRING PIVOT-HINGES 
ARE THE BEST 


TYPE 15 











The Side Plates Are Reversible. Has Efficient Door 
Alignment, Adjustable Tension and Hold Open Feature 
at 90 Degrees. The Most Durable Spring Pivot of Its Type. 


Bommer Spring Hinge Co. 
Brooklyn, N. Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 
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% Exceeds the rigid strength specifications of 





the U. S. Gov't., States, Municipalities, railroads 





and industrial users. Top quality—yet reasonably 





priced. Sold thru leading jobbers everywhere 
PURITAN CORDAGE MILLS 


Incorporated 


LOUISVILLE, KENTUCKY 






















FOR KEEPING 
UP YOUR STOCK 
these Economy 
Packages are 
packed 10 of a 
single size in 
corrugated ship- 
ing carton 
shown above. 


THIS ECONOMY PACKAGE is a 
particularly attractive merchan- 


dising item. 


It avoids the neces- 


sity of breaking a standard box 
of lacing. Contains one set of 
lacing complete with gauge and 
hinge pins for a 12” belt and the 
lacing can be broken to length 
for the narrower belts. 














Lacing List Weight Belt 
No. Per carton Per carton Thickness 
15E $4.75 3.1 Ibs. 1%" to 540" 
20E 5.00 4.1 Ibs. 540" to 46" 
25E 6.25 4.9 lbs. He" to 740" 
27E 6.65 5.8 lbs. %y" to %o” 
[ 35E 8.50 8.4 lbs. %o" to ae" 














All prices subject to discount 


FLEXIBLE STEEL LACING COMPANY 


4616 Lexington Street, Chicago, Illinois 


“ta 


ALLIGATOR 


—— 
STEEL BELT LACING 





FOUR SIZES IN 
ECONOMY DiIS- 
PLAY UNIT. For 
quick over -the- 
counter sales 
use this Econ- 
omy Display 
Unit, containing 
3 packages 15E, 
2 of 20E, 3 of 25E 
and 2 of 27E. 


No. 410. Econ- 
omy Display 
Unit, List....$5.60 


ORDER FROM 
YOUR JOBBER 











Type BUT2001 


ware. 
the newest streamline train or 
the latest flagship of the transcontinental air fleets. 


Streamlined ‘Triplex’ 
and single acting spring butt- 
hinges may now be ordered 
with button tip ornamentations 
in keeping with the most mod- 
ern designs in builders’ hard- 


The New Streamline 
“Triplex” Spring Butt-Hinge 


Modern Architecture requires 
Spring Hinges of suitable de- 
sign and proven quality. 


double 


They are as modern as 


~-(CHICAEO)— 
SPRING HINGES 


LOOK FOR THE TRADE MARK 


CHICAGO 


U.S.A. 


NEW YORK 


Spring Hinges of Quality 


Chicago Spring Hinge Company; 
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(A STORY WITH A MORAL ) 






What does a guy do? I come home after a hard day’s 
7 work at the plant trying to get that assembly line really 
movin’. Dinner isn’t ready. The little woman seems upset. 
“‘What’s the matter, honey?” I ask. “I don’t know,” she says. 
“I’ve had the most awful headache all day and nothing 
seemed to go right. Maybe I shouldn’t have stayed up so late 
doing the mending and darning last night.’’ Am I ever dis- 
tressed? What does a quy do? 





And with that she busts out crying. ‘“‘Now, look,”’ says I, 
2 “‘you lie down and take a nap and I'll go out and get some 
groceries for dinner.’’ While I’m out I stop for a chat with one 
of my pals who runs the hardware store. ‘‘Maybe she got the 


eats 











5 headache from eyestrain,” he says. And he starts giving me 
as some advice. He tells me to put the right-size bulb in the lamp 
and suggests I clean the reflector and replace the dark shade 
with one that has a white lining. Dark-lined shades and 
: dirty reflectors can cut down light by 50 per cent, he says. 
— °F 
el | : 
§ 
res It sounds good to me—we can’t afford to waste light and 
le- 3 electricity in times like these. The wife’s asleep on the 
a couch when I get home so I get busy quietly. “‘What did you 
le ; do to the floor lamp?” she asks first thing she wakes up, 
tt- noticing the new shade. I turn it on and tell her. “It cer- 
ed 4 tainly makes a difference,”’ she says. “‘I never realized the 
ns light was so poor. Oh, darling, you’re so smart. I guess that 
d- nap did me good—I feel better already. What.did you bring 
d- \. for dinner?” And we had a wonderful evening! 
as \ 
or 
ts. 





*MORAL: Your customers will appreciate advice about how to get the most G- E M A Z D A 
out of light. Tell them that: 
: 1 Dust and dirt on lamps and fixtures amount of light on the seeing task by 50 LAM PSs 


i can cut light output by 20 or 25 per cent. _ per cent. 


4 2 Shades with dark linings can waste up 4 Don’t waste lamp bulbs. Best way to GENERAL 36) ELECTRIC 


j i he right-size bulb for 
to 50 t of the light. conserve is to use t g ) 
cbenaante every task. Use the General Electric 


P 3 Lamps should be properly placed— Right Size Lamp Guide to help customers Wade Lo 422 heat é7, , on 





a difference of one foot can reduce the choose the sizes they need. 
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“# M ECHANICS, carpenters, 


garagemen, blacksmiths, 


repairmen, plumbers, farmers 
keep them supplied with files so that 
the thousands of essential repair and 
production jobs on the home fronts 
will not lag. 

Files for sharpening — files for re- 
pairs to trucks, cars, appliances, farm 
implements, machinery, plumbing 
and heating equipment — files for 
local production of war-industry parts 
...no other tools are more important 
or have a greater variety of uses. 

It is the Nicholson factories’ duty 
to produce files — and these factories 
are on the job day after day. 


It is the jobber’s duty to place tne 
files in the localities where they are 
needed. 

It is the hardwareman’s duty to put 
them into the hands that can put them 
to nation-supporting work. 

Nicholson and Black Diamond 
Files are quality files — made from 
the best steel and with the utmost 
manufacturing skill . . . that they may 
last long and do their duty well. 
Twelve perfect files in every dozen is 
your and the Nicholson guarantee. 
Keep in touch with your jobber on 
your file requirements. 

NICHOLSON FILE CO., PROVIDENCE, R.1., U.S.A. 


(Also Canadian Plant, Port Hope, Ont.) 
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Save Big Things 


Right fittings and attachments get more efficient use from chains and save 
many tons of metal in extra links. 

American Chain Division of Acco has kept its fittings and attachments 
abreast of modern design in welded and weldless chains of all sizes for all pur- 
poses. Shown above are a few of the many S-hooks, toggles and special attach- 
ments, all of which save time, money and material. We believe we provide the 
most complete assortment, and every day our chain fittings are selected by 
an increasing number of inventors, engineers, designers, shop foremen and 
others who want more speed and less waste. 

Our cotter pins are also in great demand—both the Campbell type and the 
conventional Acco type. We draw our own wire and are very particular that 
sizes are uniform. Shanks are perfectly parallel and close all the way to the 
shoulder. Easy to insert—tumbled clean—packed in substantial boxes that 
are plainly labeled and numbered. Yes—these cotter pins are another example 
of little things that save big things from premature wearing out. 

For the convenience of hardware dealers we recommend the Winner S-hook 
assortment, each box containing 100 hooks of fifteen popular styles and sizes. 
Ask your American Chain wholesaler about this, and also about Campbell 
and Acco Cotter Pins. 


AMERICAN CHAIN DIVISION « YORK « PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 


ESSENTIAL PRODUCTS .. . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable tron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety — 
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That Price Book 
Due July 1, 1942:— 


Most hardware dealers can- 
not comply with OPA’s order 
to have “on hand” by July 1, 
1942, a complete record of 
the ceiling prices that became 
effective May 18. On that lat- 
ter date, the selling price of 
practically every item in a 
hardware stock became frozen 
at March, 1942, levels and had 
to be so identified. Depart- 
ment stores, mail order and 
chain stores, and a few hun- 
dred very large retail hard- 
ware stores, maintain adequate 
records for complying 
promptly with all phases of 
the General Price Regulation 
—but the vast majority of re- 
tail hardware stores do not 
have and cannotaflord the man- 
power and time that such ac- 
counting requires. As a result, 
they have already been hard 
pressed to establish the fact, 
on a provable basis, that their 
current “ceiling prices” are at 
the March, 1942, levels. That 
much they can do and they 
probably have done it. Mak- 
ing up a complete price book 
of the 6,000 to 10,000 items in 
stock, however, is a major 
bookkeeping job that very few 
will be able to complete by the 
July 1 deadline, no matter 
how diligently they may apply 
themselves to the task. OPA 
should recognize this difficulty 
and should extend the time 
limit at least 60 days to Sep- 
tember 1, 1942. In the mean- 
time, we urge every hardware 
dealer to go as far as is hum- 
anly possible in his efforts to 
fully comply with the rules, so 
that he will be observing the 
spirit if not the full letter of 
the law. For remember that 
OPA has full authority to en- 
force these rules and has every 
intention of enforcing them. 
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Many Protests But 
As Yet No Relief :— 


In our latest issue (see 
pages 17-18, July 11) readers 
were urged to write to Leon 
Henderson, OPA Administra- 
tor, Washington, D. C., asking 
him to consider a time exten- 
sion on the price record rule. 
A suggested letter to Mr. Hen- 
derson was offered and is re- 
peated again on these pages 
as there is still time and rea- 
son for making this highly 
justified request. Many of 
our readers protested and used 
this letter. Some of them sent 
copies to us, others did not. 
We have reason to believe, 
however, that many protests 
were made on this point, and 
we also believe many more 
should be sent immediately. 
As a matter of fact, we have 
been told by one OPA official 
that in one mail delivery 
alone there were more than 50 
such communications, phrased 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 62. 












exactly like the suggested let- 
ter which is published again 
on these pages. How many 
more have been received since 
that time we cannot tell, but 
we hope that there were plenty 
of them and that there will be 
more. We are confident that 
Mr. Henderson is sufficiently 
fairminded and practical to 
recognize the true importance 
of this problem which is faced 
by the majority of hardware 
dealers. As we go to press, 
OPA spokesmen are quite 
positive in expressing their 
doubts‘that any time exten- 
sion will be allowed. We hope, 
however, that such will not be 
the case. 


Suggested Protest:— 


Here is our suggestion for 
the protest letter, repeated 
from our last issue. It can 
be written on your letterheads, 
postal card or sent as a night 
letter to Leon Henderson at the 
address given in the previous 
paragraph. Here’s the idea, 
as we see it: 

Dear Mr. Henderson: 

My hardware store is in 
a town of....... popula- 
tion. It is a relatively small 
business employing ..... 








persons. We regularly car- 
ere items in stock. 

I want to support your 
efforts to curb inflation and 
I don’t want to violate any 
laws or regulations that are 
part of the war effort. 

But— it is impossible for 
me to comply with part of 
the General Price Ceiling 
Order. I cannot complete 
a price book by July 1, 
1942. I need more time. 
So do thousands of small 
dealers like myself. 

This is important enough 
for your immediate atten- 
tion and consideration. 

Cordially 
(Your name) 

Such an appeal should, on 
its merits, command the earn- 
est interest of Mr. Henderson 
and inspire him to extend the 
time limit. He knows that the 
strength of OPA’s price ceil- 
ing control is governed by the 
voluntary cooperation extend- 
ed by the merchants of this 
country. It is practically im- 
possible to police the job, and 
so we strongly urge action in 
making this protest along the 
lines suggested. 


Regarding This 
Protest:— 


Since our latest issue, a few 
readers have written us com- 
plaining that we do not urge 
protest against the entire Gen- 
eral Price Regulation and 
against every phase of its 
rules and regulations. Frankly, 
such a general protest, at this 
time, is futile. Our Govern- 
ment is committed to an unre- 
lenting program to curb infla- 
tion as an essential part of our 
“all out for Victory” endeavor 
and the General Price Regula- 
tion is considered a very vital 
step in the curbing of inflation. 
Our protests, if they are to be 
given any thoughtful consid- 
eration, must be premised on 
inequalities, inefficiencies and 
other details of rules imposed 
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and must not be against the 
broad program—for whether 
we like it or not we are headed 
for more and more govern- 
mental regulation for the full 
duration of the war. When 
the war has been won we want 
to be sure we don’t lose the 
peace by permitting a con- 
tinuation of such. government 
control on business. But, at 
the moment, we should not 
mistakenly protest the price 
ceiling order itself nor be hos- 
tile to OPA’s earnest efforts to 
stop inflationary trends. We 
do have a definitely justifiable 
complaint against the short pe- 
riod of time permitted for the 
completion of the ceiling price 
record and we should register 
that protest loudly and 
promptly but not in belligerent 
fashion. Write Mr. Hender- 
son and send copies of your 
letter to your representatives 
in Congress. And, if con- 
venient, send a copy to Harp- 
WARE AGE. 


Jobbers’ Catalog 
Might Serve for 
Price Book:— 


In* connection with the 
problem of preparing the com- 
plete ceiling price record re- 
quired by OPA, we have a 
suggestion which is not orig- 
inal with us nor, strictly 


speaking, officially approved 
by OPA. This idea is to take 
your most complete available 
jobber’s catalog and make it 
the nucleus of your price rec- 
ord. Go through the catalog 
and match up your stock with 
items listed. Write your ceil- 
ing price in red ink (or some 
other easily distinguished 
color which will stand out). If 
necessary, use in part two or 
more jobbers’ catalogs to com- 
plete the job and make out 
separate sheets on goods which 
are carried by you but not 
listed in available catalogs. 
Put a label on the cover stat- 
ing that “prices written in 
red ink represent our ceiling 
prices and are the maximum 
prices at which we sold or of- 
fered for sale the same goods 
in March 1942.” Then on 
each page stamp or write 
“Prices written in red ink are 
our ceiling prices.” Where 
you have to strike out a print- 
ed list price or suggested re- 
sale price that is lower than 
your ceiling price write in 
“ceiling price $0.00”. This 
idea has “unofficial OPA ap- 
proval” and might save you 
considerable time in complet- 
ing the task. Other than that 
you will practically have to 
take an inventory at retail 
prices and write in identify- 
ing data, sizes, etc. and the 
ceiling prices. 





You Are Violating the General Maximum Price Regulations 


You Are Not Properly Displaying Your Ceiling 
Prices on “Cost of Living” Commodities 


ETAIL hardware dealers will find the booklet entitled 
“Ceiling Price Display” now available from the Office of 
Price Administration, Washington, D. C., very helpful in check- 
ing their compliance with this phase of the regulation. This 
booklet lists nine simple rules governing identification, mark- 
ing, and showing of ceiling prices on “cost of living” com- 


modities in the retail store. 


Wholesalers and their salesmen can be helpful by securing 
and distributing copies of this pamphlet to their retail cus- 


tomers. 


Copies of the booklet are available at local OPA 


field offices (see page 33 of this issue) or may be secured by 
writing direct to OPA in Washington, D. C. There is no charge 


for this material. 
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J how te Precare Priertttes 
Raréware Used im the Construction of Defense Housing 
Vee of Preference Rating Order P-55 








It’s hard to say no to a friend. But it’s dead wrong to 
promise him something you know you’re going to fall 
down on. 

We’ve always bent over backward to avoid promises 
that couldn’t be fulfilled . . . we’re cértainly avoiding 
them now. Check back over these Lockwood adver- 
tisements! 

Builders’ hardware is critical — all its materials 
are needed to win the war. Sales of new hard- 


on properly executed priority orders. 





But — if you go after war business, you can get it. 
We’ve tried to show you how to do this, how your 
services -and your experience can contribute to the 
war effort. You can count on Lockwood to continue 
to help you in every sales effort that really works for 
Victory. 

That Victory will be won, and when it is, Lockwood 
will serve you again with the best in builders’ hardware 
for all your customers . . . with more of those 
outstanding developments which the past ten 
years have led you to expect of Lockwood. 


LOCKWOOD HARDWARE MFG. CO., Fitchburg, Mass. 


Division of Independent 


PATRICIAN POLYFLEX MORTISE LOCK 


BOR-LOC 


Lock Company 


UNIFAST CAPE COD SUPER CLOSER 
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Abrasives 


Prices: Manufacturers of coated, 
bonded abrasive products asked not 
to increase prices above those in 
effect Oct. 1, 1941. 

Production: Not restricted. 


Air-Conditioning and 
Commercial Refrigeration 


Prices: Ceilings established at high- 
est March, 1942, levels. 

Production: L-38 restricts production 
after May 15 and stops production 
of certain listed items after Aug. 15. 

Sales: L-38 also prohibits after May 
15 the sale, lease, delivery or instal- 
lation of any new equipment except 
to specified government agencies or 
on A-9 rating assigned for the pur- 
chase of this equipment. Order does 
not interfere with production or in- 
stallation to cover health requir 
ments such as food processing and 
storage. 


Alcohol 


Prices: Ceiling established on ethyl 
alcohol for mfrs, buyers except quan- 
tities less than 500 gal—Schedule No. 
28; on wood alcohol, Schedule No. 
34; on normal butyl alcohol, sellers, 
buyers, Schedule No. 37. 

Sales: M-31 controls distribution of 
methyl alcohol. Amend. 2 prohibits 
use as an anti-freeze agent. M-30 
controls distribution of ethyl alcohol 
and related compounds. M-159 allo- 
cates butyl alcohol. 


Anti-Freeze 


Production: L-51 sets manufacture of 
anti-freeze on a quota basis. Quotas 
not yet set but expect to approxi- 
mate 50 per cent of the amount of 
anti-freeze sold by each producer in 


1941. 


Appliances, 
Small Electric 


Prices: Ceiling prices established at 
highest March 1942 levels effective 
May 18, 1942. 

Production: L-65 halts production 

June 1 of about 4 small electric 

appliances through curtailment of 

critical materials. [Electric appli- 
ances defined in the order as mean- 
ing any domestic or commercial 
appliances which have as functional 
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HE following presents an alphabetized list of 
many of the every-day items of hardware store 
merchandise that have been affected by WPB and 
OPA regulations—either in greatly restricted production 
—production shut-downs—or restricted sale. To find 
the product in this list on which you desire information, 
look for it under its alphabetical classification. There 
you will find a brief yet complete summarization of the 
orders affecting it. 
Thus if you are interested in electric refrigerators, 
you will find it among the “R’s” listed as “Refrigerators, 
Electric.” Under that heading there are sub-headings 


parts, electric heating elements of a | Batteries, Storage 
total rated wattage of not more than 
2,500 watts, or powered by an elec- | 
trical vibrator horsepower motor. 
Some products excepted by this order 
are: laundry equipment, vacuum | : 
cleaners, refrigerating and air condi- ture of storage batteries from April 
tioning equipment, commercial dish- | 30 to Sept. 30. 

washing equipment, fans and electric | Sales: Dealers may not sell any Bow 
heating pads (see separate listing), replacement battery after April 30 
record players, clocks. unless the purchaser turns in a used 
battery at the time of purchase. In- 
ventories restricted, dealers being 
limited to a 45-day supply. 


Beds, Bedsprings, 
Mattresses 
, 7 Prices: 
Bakers, Biscuit and est March, 1942 levels. 
Muffin, Electric April 18, 1942. 


Production: L-49 restricts use of iron 
Prices: Ceilings established at highest and steel. 
March, 1942, levels effective May 18, 
1942. 
Production: L-65 ‘halts 
June 1, 1942. 


Balls, Golf 
and Tennis 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-4-b controls manufac- 


Awning 
(Frames and Supports) 


Production: L-62 curtails use of 
metal after May 31, 1942. 


Ceilings established at high- 
Effective 


Bicycles 


Prices: Regulation No. 158 sets ceil- 
ings for “War Model.” Highest re- 
tail price in East, $32.50; in Middle 
Zone, $33.50, and in Far West, $34.50. 
Distributor and mail-order prices 
also established in the schedule. 

Production: L-52 halts production of 


production 


18, 1942. 

Production: M-1-5-b Amend. No. 3 
bans use of crude rubber or latex. 
Amend. No. 6 bans use of scrap or 
reclaimed rubber. 


Baths, Foot 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: Schedule No. 12 to L-42 
halts production June 20, 1942, by 
ban on use of metal. 

Sales: Restricted by L-79. See listing 

for Plumbing Fixtures, under Sales. 





all bicycles except a standard “War 
Model”. 

Sales: L-52-a freezes sale and de- 
livery of bicycles, effective April 2. 
Amend. No. 2 permits restricted sale 
prior to rationing. 


Bins, Vegetable 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-30 curtails use of 
metal after June 30, 1942. 


Blades, Razor 


Prices: Ceilings established at high- 
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such as “Price,” “Production,” “Sale.” Wherever pos- 
sible, order numbers have been given. Use those num- 
bers when you request complete copies of the orders 
from your nearest WPB or OPA office. If you want a 
copy of the price schedule covering refrigerators, ask 
OPA for Schedule No. 110; if you want the order 
restricting sales, write for L-5-b, and so on. 

Where there is no listing for “Price,” “Production,” 
or “Sale,” it will generally indicate that no regulation 
directly affecting the product has been issued. 

Prices refer to retailers’ prices unless otherwise 
indicated. 


est March, 1942 levels. Effective May | Burners, Oil 
18, 1942. | 

Production: L-72 restricts produc- 
tion of single and double edge razor 
blades to 100% of average monthly 
production. 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 

18, 1942. 

Production: L-74 stops production 
May 31 of residential oil burners and 

‘ ‘ limits production of commercial and 

Blinds, Venetian industrial types. Amend. No. 1 per- 

mits production for shipboard use. 

Sales: Restricted by L-79 as amended. 
See listing for Plumbing Equipment 
under “Sales.” 


Prices: Ceilings established a high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-62 curtails use of 


metals after May 31, 1942. 2 ‘. 
Cabinets, Kitchen 


Bolts | Prices: Ceilings established at high- 
Prices: Manufacturers’ price ceiling | Mo oo 1942 levels. Effective May 
set at Oct. 1, 1941 levels by Maxi- Pp all aga oe — 
Price Regulation No. 147. reduction: iS — we « 

oe ; metal after May 31, 1942. 


Effective May 28, 1942. Discount 
schedules included. 


Production: OPA has issued a simpli- | Cabinets, Metal 


fied stock list of standard sizes of | Prices: Ceilings established at high- 
bolts, nuts, and other fastenings re- ést March, 1942 levels. Effective May 
ducing the number of stock sizes 18, 1942. 
from approximately 450,000 to 250,000. Production: L-13-a stops production 
| ° 
‘ May 31 of all metal cabinets except 
Bristles for Brushes, Hog enameled filing cabinets, visible rec- 


Production: M-51 hog bristles over 3 ord equipment and bases. 


in. reserved for defense orders only. 


Broilers, Electric Prices: Ceilings established at highest 
Prices: Ceilings established at high- March, 1942, levels effective May 16, 


est March, 1942 levels. Effective | 1942. P . . 
May 18, 1942. | Production: L-65 halts production 


June 1, 1942. 


Chating Dishes, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 


| Casseroles, Electric 


Production: L-65 stops production 
after June 1, 1942. 


Builders’ Hardware 


Prices: Schedule No. 40 establish- 1942 
bid manufacturers -wholesalers’ prices Production: L-65 halts production 
at levels prevailing Oct. 1-15, 1941. June 1, 1942. 


- Production: Affected by various sim- 
plification schedules and metals and air 
finish restrictions such as M-9-c re- Ch s 
vised. Prices: Ceilings established at high- 
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est March, 1942 levels. Effective May 
18, 1942. 

Production: Use of mctal curtailed 
(except in shipboard use) after May 
31, 1942. 


Chinaware and Pottery 


Prices: Schedule No. 116 sets manu- 
facturers’ ceiling at Oct. 1-15 levels. 
Covers vitreous and semi-vitreous or 
earthenware except stoneware, art 
pottery and rejects. 


Cleaners, Vacuum 


Prices: Schedule No. 111 establish- 
es retail ceiling prices at list prices 
as shown in the schedule. 

Production: L-18-b—production stop- 
ped April 30, 1942. 


Clippers, Hair, Electric 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Clippers, Hedge, Electric 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Clubs, Golf 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-93 as amended curtails 
use of iron and steel, other critical 
metals, plastic and cork stops pro- 
duction after June 30. 


Coffee Makers, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Cookers, Doughnut, 
Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 
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Cookers, Egg, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 
June 1, 1942. 


halts 


production 


Cotton Duck 


Sales: M-91 directs distribution of 
cotton duck; effective April 1, re- 
quires all persons receiving a delivery 
of articles made of cotton duck to 
furnish certificates as to their resale 
or use. Dealers must give certificates 
to suppliers and must require cert'fi- 
cates from customers. Also must file 
monthly reports with WPB tabulating 
certificates taken. Order applies to 
hose, belting, packing, etc., made 
from cotton duck. 


Covers, Radiator 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-62 curtails use of 
metal after May 31, 1942. 


Cranes, Hoists, 
Derricks 


Prices: Manufacturers asked not to 
raise net sale prices above Oct. 1, 


1941 levels. 


Cutlery 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-140 sets up three classes 
of cutlery for which rate of produc- 
tion is limited. Prohibits production 
of a fourth class after June 30, 1942. 
In this class are included carving 
sets, including carving knives, forks, 
and steels; novelty knives; folding 
knives with handles of mother-of-pearl 
or metal; manicure implements, ex- 
cept finger-nail scissors; tweezers, ex- 
cept surgical; poultry shears; hunting 
knives except certain folding-blade 
types; and cutlery novelties and pre- 
miums, 


Dispensers, Soft Drink 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 


Production: L-38 & 27—production 
stopped after April 20, 1942. 

Doors 

Production: L-13  curtails use of 


metal, except as required by under- 
writers’ code, after May 31, 1942. 


Dryers, Clothes, Electric 


Prices: Ceiling prices established at 
highest March, 1942 levels effective 
May 18, 1942. 

Production: 
June 1. 


L-65 stops production 
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Dryers, Electric 
Hand and Face 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 stops production 
after May 31, 1942. 

Fans, Electric 

Prices: Ceiling prices arrived at by 


formula given in Schedule No. 142— 
Summer Seasonal Commodities. 


Farm Equipment 


Prices: Retail ceilings established by 
Maximum Price Regulation No. 133 
at manufacturers’ list prices plus cer- 
tain extras. 

Production: P-95 assigns an A-3 
rating for production of equipment 
and attachments and parts until Oct. 
31, 1942. Amend. No. 1 includes 
irrigation equipment and increases 
quotas on various types of machinery. 
Amend. No. 2 grants A-l-a rating to 
manufacturers of certain types of 
farm equipment and machinery to 
secure materials scheduled for deliv- 
ery before June 30. Amend. No. 3 
permits deliveries of iron and steel to 
producers after June 30 provided 
material has been scheduled for roil- 
ing and rolling has actually begun 
on or before that date. 

L-26 restricts production to 83% 
of 1940 averages; repair parts to 
150%. L-26-a prohibits after May 1 
production of farm tractors requiring 
rubber tires. Amend. No. 1 discon- 
tinues production of rubber-tired 
farm machinery except on combine 
harvester-threshers after April 30 and 
discontinues rubber-tired combine 
production after July 31. L-26-c cur- 
tails use of copper in tractor and 
engine power units effective June 15. 

Sales: L-26, Amend. No. 2—prohibits 
sale and export of equipment and 
parts in excess of manufacturers’ 
quotas. L-26-d—prohibits sale by 
anyone of any farm machinery and 
equipment or attachment unless he 
knows it will be used for farming 
purposes. Restriction does not apply 
to rated orders of A-9 or higher. Re- 
pair parts not covered by this order. 


Fertilizer 


Prices: Establishes ceiling for retail 
sale of mixed fertilizer, superphos- 
phate and potash in quantities of 250 
Ib or more on and after Feb. 27, 1942 
at mfrs’, dealers’ list prices in effect. 
Feb. 16-20, 1942 inclusive, or at the 
weighted average sales price during 
that period on comparable sales. 





Firearms 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-55 restricts sales of 
shotguns; sets up production quotas. 

Sales: L-60 freezes sale or other dis- 
position by any person other than a 
manufacturer of new pistols, rifles, 
and shotguns. Amend. No. 1 permits 
sale by retailers and wholesalers to 
general public of all but the follow- 
ing: 
Defense Pistols—any .22 caliber Har- 
rington and Richardson “Sportsman” 
model target revolver and any pistol 
manufactured by Colt’s Patent Fire- 
arms Mfg. Co., the Smith and Wesson 
Arms Co., or the High Standard 
Mfg. Co. 
Defense Rifles—net cost of which is 
less than $72.50; any chambered for 
Government .30/06 cal. cartridges, 
and the following .22 cal. rifles: 
Mossberg, Model 42-B, Mossberg Re- 
peating Model 42MB; Remington 
Model 513 target; Remington Model 
511, Winchester Model 75 target; 
Winchester Model G-6941-R; Stevens 
Model 416-2; Savage Model 33, and 
Ranger Sears Roebuck target. 
Defense Shotguns—net cost of which 
is less than $45.00; any 12 gage shot- 
gun; any 16 gage automatic shotgun, 
and any 16 gage pump action repeater 
shotgun. Sales of the above may be 
made by jobbers and retailers on a 
specific order of the Director of In- 
dustry Operations; for federal, state 
or local government use; for lend- 
lease; on an order on hand as of May 
26 to which a preference rating of 
A-1-j or better has been applied, and 
to the Defense Supplies Corp. 


Fireplaces, Electric 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts 
June 1, 1942. 


production 


Fixtures, 
Fluorescent Lighting 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-76 restricts production. 
Amend. No. 1 permits production of 
small units and sets a stop produc- 
tion date of May 16, 1942 for units 
with a capacity greater than 30 watts. 

Sales: Sale of small units, described 
above and of cold cathode flourescent 
lighting fixtures unrestricted. Sales 
of units of more than 30 watts only 
permitted on orders of A-2 or higher 
or for maintenance and repair. 
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Flashlight, Bulbs 
and Batteries 


Prices: Ceilings established at high- 
est March, 1942 levels effective May 
18, 1942. 

Production: L-71 restricts use of crit- 
ical materials. Amend. permits use 
of plated iron and steel inventories 
in flashlight manufacture. 


Fountains, Drinking 
and Wash 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: Schedule No. 12 to L-42 
halts production June 20, 1942, by 
ban on use of metal. 

Sales: Restricted by L-79. See listing 
for Plumbing Fixtures, under Sales. 


Frames, Picture 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-62 curtails use of 
metal after May 31, 1942. 


Frost Closets or Hoppers 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: Schedule No. 12 to L-42 
halts production June 20, 1942, by 
ban on use of metal. 

Sales: Restricted by L-79. See listing 
for Plumbing Fixtures, under Sales. 


Fryers, Deep Fat, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Furniture, 
Metal Household 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-62 production stopped 
May 31. 


Gas, Liquid (Bottled) 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Sales: L-86 forbids installation of 


liquefied petroleum gas equipment: 


except by permission granted on 
form PD 397. Does not include 
maintenance and repair of existing 
equipment. Use of ratings of P-98 





and P-46 for operations affected by 
L-86 is prohibited. 


Grates, Furnace, 
Boiler, Stove 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Sales: WPB permits sales of grates 
without priority rating to homeown- 
ers who are converting their heating 
plants from oil to coal. 


Griddles, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Grills, Electric 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 stops production 
after June 1, 1942. 


Hampers, Clothes 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-62 curtails use of 
metal after May 31, 1942. 


Hangers, Coat 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-30 curtails use of 
metal in all coat hangers, after June 
31, 1942, except wire hook for wood 
or paper board hangers. 


Heaters, Electric Water 


Prices: Ceilings established at high- 
est March, 1942 levels effective May 
18, 1942. 


‘Production: L-65 halts production 


after June 1, 1942. 


Heaters, Faucet 

Immersion, Unit Radiator, 

Portable Air, Fan 

Type, Electric 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 


Production: L-65 halts production 
June 1, 1942. 


Holders, Toilet Paper 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 
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Production: L-30 curtails use of 
metal after June 30, 1942. 


Holders, Tooth Brush 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-30 curtails use of 
metals after June 30, 1942. 


Hose, Garden 

Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: M-15-b Amend. No. 3 
permits use of reclaimed rubber only. 
Amend. No. 6 controls use of re- 
claimed or scrap rubber in garden 


hose. 


Hot Plates and Disc 
Stoves, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Insecticides, Farm 


Prices: Schedule No. 144 covers retail 
sales and established ceiling prices 
to be arrived at by formula stated in 
the Schedule. 


Iron and Steel 
Products 


Prices: Schedule No. 49 establishes 
ceiling prices for iron and steel prod- 
ucts, resale, at April 16, 1941 levels. 
Amendment exempts retailers on 
sales to consumers of nails and mer- 
chant wire products, pipe and tubu- 
lar products in following quantities: 
less than 25 kegs of nails; less than 
2,500 Ib. of wire merchant products, 
and less than five standard lengths of 
pipe. However exempted retail sales 
are covered by the gen. max. price 
regulation. Amend. No. 2 to Schedule 
49 permits jpbbérs and dealers a 20% 
mark-up over the mill carload deliv- 
ered price on merchant wire prod- 
ucts such as screen wire, poultry 
wire, barbed wire and fence. 

Sales: Restricted by M-21 and M-21-b. 
Amendments permit sales without 
ratings of fence wire, barbed wire, 
poultry netting, fence posts, gates, 
staples and corrugated roofing and 
siding, nails, bale ties and small pipe. 


Trons, Electric 

Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 stops production 
after June 1, 1942. 
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Irons, Soldering, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Irons, Waffle, Electric 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 stops production 
May 31, 1942. 


Juicers, Electric 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 production stopped 
after May 31, 1942. 


Kettles, Tea, Electric 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Lamp Shades 


Prices: Ceilings established at high 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-33 prohibits use of 
metal, metal parts, lamp cords and 


silk. 


Lamps 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-33 prohibits use of 
metal, metal parts, lamp cords and 


silk. 


Lamps, Incandescent 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-28 restricts use of 
scarce metal. 


Lamps, Sun 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 production stopped 
after June 1, 1942 except for medical 
profession only. 


Laundry Equipment, 
Home 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-6-c production halted 
April 15 and May 15, 1942. 


Lockers, Metal 


Prices: Ceilings established at high- 
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est March, 1942 levels. Effective May 
18, 1942. 

Production: L-13-a stops production 
except for gov't agencies to be deliv- 
ered before July 15, 1942. 


Machines, Sewing 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-98 limits sewing ma- 
chine and attachment production until 
June 15 after which time production 
must cease. 


Massagers, Electric 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 


(except medical 





all outboard motors except for de- 
fense orders. 

Sales: L-80 freezes all stocks in hands 
of manufacturers of motors of 6 H. P. 
or over. Does not apply to motors 
of any size in hands of distributors 
or retailers. 


Mowers, Lawn 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-67 stops production of 
lawn mowers June 30, 1942, except 
those used to harvest crops. 


Nicotine Sulphate 


Prices: Producers, distributors, and 
dealers of nicotine sulphate, an in- 
secticide, commercially known as 





War-Time Orders Affecting 





professional use) production stopped 
after June 1, 1942. 


Mats, Door 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-62 curtails use of 
metal after May 31, 1942. 


Mats and Rugs, 
Flexible 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-62 use of metal cur- 
tailed after May 31, 1942. 


Mirrors, Hand 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-62 curtails use of 
metal after May 31, 1942. 


Mixers, Whippers 
and Juicers, Electric 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 production stopped 
after June 1, 1942. 


Motors, Outboard 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-80 halts production of 








“Black Leaf 40” to observe follow- 
ing practices: producers not to sell 
during 1942, 40 per cent nicotine 
sulphate for agricultural uses in 50-lb. 
drums in excess of 80 cents per lb. 
or 10-lb. containers in excess of 90 
cents per lb. delivered to distribu- 
tors; distributors and dealers not to 
make charges for handling in excess 
of the following: 50-lb. drum, distrib- 
utors, $3.50, dealers, $3.75; 10-lb. 
containers, distributors, $1.15, dealers, 
$1.50. 


Nuts 


Prices: Manufacturers’ price ceiling 
set at Oct. 1, 1941 levels by Maxi- 
mum Price Regulation No. 147. 
Effective May 28, 1942. 

Production: OPA has issued a simpli- 
fied stock list of standard sizes of 
bolts, nuts, and other fastenings re- 
ducing the number of stock sizes 
from approximately 450,000 to 250,000. 


Ovens, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: 1-65 halts production 
June 1, 1942. 


Pads, Electric Heating 


Prices: Ceilings established at high- 
est March, 1942 level. Effective May 
18, 1942. 

Production: L-84 amendment stops 
production after June 30, 1942. 


Paint 
Prices: Ceilings established at high- 
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est March, 1942 levels. Effective May 
18, 1942. 

Production: M-56 as amended pro- 
hibits use of natural resins in barn 
paint, freight car paints, and road 
marking paints. Does not apply to 
Army, Navy, Lend-Lease, finish in 
chemical plants, research lab., in ves- 
sels other than pleasire craft. 


Paint, Aluminum 


Production and Sales: M-l-g re- 
quires specific authorization for the 
manufacture, use or sale of aluminum 
pigment and aluminum paint, ex- 
cept in retail distribution to the ulti- 
mate consumer. Form PD-312 pro- 
vided for applications for use of 
aluminum paint and manufacturers 
and jobbers are required to report 





est March, 1942 levels. Effective May 
18. 1942. 

Production: L-42 establishes Simplifi- 
cation Schedule No. 1, specifications 
for iron, brass, and bronze valves. 
Amend. No. 1 removes restrictions on 
plumbing fitting and valve manufac- 
ture for Navy and Maritime Commis- 
sion vessels. 

Simplification Schedule No. 2—cast, 
malleable iron, brass and bronze pipe 
fittings. 

Amend. No. 1 exempts fittings for 
shipbuilding. 

Amend. No. 2 removes restrictions 
on plumbing and valve manufacture 
for Navy and Maritime Commission 
vessels. 

Simplification Schedule No. 3—low 
pressure heating boilers. 
Simplification Schedule No. 4—cast 











stocks on hand monthly on Form 
PD-313. 


Percolators, Electric 


Prices: Ceilings established at high- 
est March, 1942 levels. Effective May 
18, 1942. 

Production: L-65 produttion stopped 
after June 1, 1942. 


Phonographs 


Prices: Ceilings established at March, 
1942 levels effective May 18, 1942. 
Also mfrs’ ceiling Schedule No. 83; 
for parts, No. 84, 

Production: L-44a Production 
stopped for civilian use April 22, 
1942. 


Pipe, Cast Iron Soil 


Prices: Price Schedule No. 100 fixes 
maximum prices for most items of 
cast iron soil pipe and fittings and 
governing all sales by manufacturers 
and distributors. Effective Feb. 20. 

Production: L-42, Simplification 
Schedule No. 4 cast iron soil pipe and 
fittings expired June 1. Amend. No. 
1, limits manufacturers after June 1 
of cast iron soil pipe te single weight; 
restricts production of fittings; pro- 
hibits use of brass for plugs or other 
parts. 


Plumbing, Heating 
Equipment 


Prices: Ceilings established at high- 
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iron soil pipe and fittings (expired 
June 1). 

Amend. limits production to a single 
weight after June 1. 

Simplification Schedule No. 5—met- 
als used in fittings and trim. 

Amend. No. 1 permits use of lead and 
zinc as a preserving finish on fix- 
tures and trim. 

Simplification Schedule No. 5-a—use 
of copper prohibited for certain items 
Simplification Schedule No. 6—cast 
iron tubular radiators. 

Simplification Schedule No. 7—hot 
water heaters and piping systems. 
Amend. No. 1 permits WPB to make 
exceptions to Schedule 7. 
Simplification Schedule No. 8—vapor 
and vacuum heating specialties, ef- 
fective June 15. 

Simplification Schedule No. 9—limits 
manufacture of hot water storage 
tanks to three sizes after May 15. 
Amend. restricts metal used in cer- 
tain fixtures and limits amount used 
for other purposes. 

Simplification Schedule No. 10—pro- 
hibits use of copper and copper base 
alloys in certain parts of celler drain- 
ers (sump pumps). Restrictions do 
not apply to Army, Navy, Maritime 
Commission, Coast Guard. 
Simplification Schedule No. 12—pro- 
hibits after June 20 the use of metals, 
other than joining hardware, coating, 
or reenforcing mesh, in a list of com- 
mon home and commercial fixtures; 
limits metal content in certain speci- 
fied cases. Metals ban will halt pro- 
duction of sinks, except scullery; 
sink and laundry tray combinations; 
foot baths; drinking fountains; wash 
fountains; water closet bowls; frost 
closets or hoppers; and tanks for 








water closets or urinals, other than 

pressure tanks for frost proof closets. 
Sales: Restricted by L-79 as amended. 

Amended order defines “Metal 
Plumbing Equipment” as any of the 
following items which are composed 
of metal to the extent of 50% or more 
by weight; plumbing fixtures, in- 
cluding only bathtubs, closet hoppers 
and tanks, grease interceptors, laundry 
trays, lavatories, shower receptors, 
shower stalls, sinks, sink and laundry 
tray combinations, and _ urinals; 
plumbing fixture fittings and trim; 
water heating equipment including 
only direct fired water heaters, hot 
water storage tanks and range boilers; 
cooking and baking equipment of 
types used in or connected to gas 
or steam systems. 

“Metal Heating Equipment” defined 
as any of the following items which are 
designed to provide heat for the interior 
of a building and which are composed 
of metal to the extent of 50% or more 
by weight: steam and hot water heating 
boilers using coal or oil as fuel; cast 
iron heating radiators (other than elec- 
tric steam radiators) including but not 
limited to cast iron tubal radiators and 
cast iron convectors; hot water circu- 
lator pumps, vacuum pumps, and con- 
densation pumps; warm air furnaces 
which use coal or oil as fuel; heating 
stoves and space heaters which use coal, 
oil or gas as fuel, except gas fired floor 
furnaces; oil burners; metal. fuel oil 
tanks. 

Sales of the above may be made only 
to ultimate consumers if the sales are 
of $5.00 or less provided such sale is 
part of an order, the total cost of which 
is not more than $10.00; on preference 
ratings of A-10 or better. 

Sales also may be made of oil burn- 
ing furnaces and boiler and oil conver- 
sion burners provided they are to re- 
place other oil burning heating equip- 
ment to reduce consumption of fuel oil. 

Equipment especically designed as 
hospital, surgical, dental, veterinarian, 
barber shop and beauty shop equipment. 

Any equipment sold on an order or 
contract made prior to April 17, 1942. 

New metal plumbing and _ heating 
equipment may also be sold through 
July 31, 1942, if the purchaser makes a 
signed statement (refer to order) that 
it is required for the completion of 
construction, remodeling, or rehabili- 
tation of a building after July 31, 1941, 
but prior to April 10, 1942; or if a 
purchaser signs a statement that the 
equipment is for construction, additions, 
or alterations permitted by Order L-41 
(Construction Order). 

Cooking stoves, heating stoves, or 
water heaters may be sold when the pur- 
chaser signs a statement that it is re- 
quired for use in his residence in which 
there is no equipment of this type. 

New metal plumbing and _ heating 
equipment may be sold pursuant to 
specific authorization on Form PD-123. 
The order also permits sale of equip- 
ment to be used to convert oil or gas 
burning equipment to coal burning. 
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Poppers, Corn, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts 
June 1, 1942. 


production 


Pressers, Neckwear and 

Trousers, Electric 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts 
June 1, 1942. 


Racks, Clothes 


Prices: Ceilings established at high- 
est March, 1942, levels. Effective May 
18, 1942. 

Production: L-62 curtails use of 
metal after May 31, 1942. 


Racks, Hat 


Prices: Ceilings established at high- 
est March, 1942, levels. Effective May 
18, 1942. 

Production: L-62 curtails use of 
metal after May 31, 1942. 


Racks, Necktie 


Prices: Ceilings established at high- 
est March, 1942, levels. Effective May 
18, 1942. 

Production: L-30 curtails use of 
metal after June 30, 1942. 


Racks, Shoe 


Prices: Ceilings established at high- 
est March, 1942, levels. Effective May 
18, 1942. 

Production: L-30 curtails use of 
metal after June 30, 1942. 


production 


Radiators, Large Tubing 


Prices: Ceilings established at high- 
est March, 1942, levels. Effective May 
18, 1942. 

Production: L-42 production stopped 
after June 1, 1942. 

Sales: Restricted by L-79 as amended. 
See listing for Plumbing, Heating 
Equipment under “Sale.” 


Radios 

Prices: Ceiling prices established at 
highest March, 1942, levels. Effective 
May 18, 1942. Also mfrs’ ceiling 
Schedule No. 83; parts No. 84. 

Production: L-44-a. Production 
stopped for civilian use April 22. 


Ranges, Electric 


Prices: Ceilings established at high- 
est March, 1942, levels. Effective May 
18, 1942. Mfrs’ ceiling—Schedule 
No. 64. 


Production: L-23 curtils production; 
eliminates use of steel cover lids 
L-23-c halts pro- 


and bright work. 
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duction June 1 for all but A-10 or 
higher ratings. 

Sales: L-23-b freezes all stocks in 
hands of manufacturers, distributors 
and retailers. Permits sale on A-9 
or higher only. 


Razors 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. 

Production: L-72 restricts production 
of safety razors for a 90-day period 
beginning March 25, 1942, to 70 per 
cent of average monthly production in 
1940. Production of straight razors 
restricted to 100 per cent of average 
monthly production in 1940. 

Sales: L-72-a freezes sale and delivery 
of all safety razors in hands of manu- 
facturers and jobbers except those in 
transit and razors for Army and 
Navy. Order effective May 23, 2:01 
a. m. Dealers’ stocks not affected. 
Jobbers may dispose of stocks to 
other jobbers or manufacturers. 


Receptacles, Soap 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: L-30 curtails use of metal 
after June 30, 1942. 


Records, Phonograph 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. 

Production: M-106 limits amount of 
shellac to be used in making record- 
ing and transcription materials. Sev- 
enty per cent reduction, based on 
1941, demanded. 


Refrigerators, Mechanical 


Prices: Schedule No. 110 establishes 
distributors’ and retail prices at 
manufacturers’ list prices as shown 
in the regulation. Retail prices must 


be posted in dealers’ stores. Mfrs’ 
ceiling—Schedule No. 102. 
Production: L-5-c halts production 


April 30, 1942. Production of kero- 
sene refrigerators may continue on 
permission by WPB. 

Sales: L-5-b, Amend. No. 2 permits 
dealers to sell entire stocks at retail; 
but limits sale of gas and kerosene 
refrigerators to quotas of L-5-b, to 
Army, Navy, Maritime Commission, 
Panama Canal, and rated defense 
housing projects if order was placed 
on or before Feb. 13. Retail sale 
defined as not more than three re- 
frigerators to an ultimate consumer 
except apartment house owners, insti- 
tutions, government agencies or em- 
ployees. L-5-d regulates disposal of 











frozen refrigerators in hands of man- 
ufacturers, wholesalers, and distrib- 
utors other than retail. 


Refrigerators, 
Non-Mechanical 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: L-7 restricts production. 
L-7-a permits manufacture only for 
specified war uses; rate of curtail- 
ment increased. L-7-b restricts use of 
steel to 20 Ib. per unit. 


Refrigerators, Used 


Prices: Ceilings established for retail 
sales by Schedule No. 139, effective 
May 18, 1942. 


Repair Parts, 
Farm Equipment 


Prices: Ceilings established by Maxi- 
mum Price Regulations No. 133 ac- 
cording to formula. 

Production: See listing under “Farm 
Equipment.” 


Rivets 

Prices: Manufacturers’ price ceilings 
set at Oct. 1, 1941, levels by Maxi- 
mum Price Regulation No. 147. Ef- 
fective May 28, 1942. 

Production: OPA has issued a sim- 
plified stock list of standard sizes 
of bolts, nuts, and other fastenings 
reducing the number of stock sizes 
from approximately 450,000 to 250,- 
000. 


Roasters, Electric 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. 

Production: L-65 
after June 1, 1942. 


Rods, Curtain 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. 

Production: L-30 curtails use of metals 
after June 30, 1942. 


Roofing 


Prices: Price Regulation No. 45 sets 
maximum prices of asphalt and tarred 
roofing products, to be charged by 
manufacturers. 

Production: Production of iron and 
steel into roofing for the remainder 
of 1942 may not be greater than 20% 
of 1940 production under M-126; 


stops production 
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during 1943 and subsequent years, 
not more than 25% “of 1940 produc- 
tion. 

Sale: M-126 also limits the manufac- 
ture of iron and steel into roofing to 
deliveries to specified government 
agencies; to A-l-k ratings assigned 
by PD-3A or by a Preference Rating 
Order in the P-19 series; to defense 
housing as permitted by the Defense 
Housing Critical List; to deliveries 
to ultimate consumers regardless of 
rating upon consumer’s signed certifi- 
cation that roofing is for maintenance 
and repair only. 


Rope, Manila 


Prices: (Sales frozen.) 

Production: M-36 sets processing 
quotas for manufacturers. 

Sales: M-36 directs sales to rated 
orders only and certain specified non- 
defense uses. 


Screen, Cloth, Insect 


Prices: Schedule No. 49. Prices frozen 

at April 16, 1941, levels. Amendment 
to No. 49 exempts sales by retailers 
to consumers in quantities of less 
than 2500 lb. of merchant wire prod- 
ucts. Amend. No. 2 to Schedule No. 
49 permits jobbers and dealers a 20 
per cent mark-up over the mill carload 
delivered price on mérchant wire 
products such as screen cloth, etc. 
Retail sales of the limited quantities 
exempted from Schedule No. 49 are 
covered by General Maximum Price 
Regulation which sets ceilings at 
highest March, 1942, levels effective 
May 18, 1942. 
All sellers governed by No. 49 are 
asked to refrain from increasing their 
prices until July 15 even though an 
increase in mill prices was granted 
under Amend. No. 4 to revised Sched- 
ule No. 6. 


Screening, Copper 


Production: Manufacture of copper 
and copper-base alloy insect screen- 
ing halted March 31, 1942. 

Sales: M-9-c Amend.—all uncut rolls, 
including stocks in retailers’ hands, 
frozen. Sale only to certain govern- 
ment agencies and on permission of 
Director of Industry Operations. Used 
screening and cut rolls exempted. 


Screws 


Prices: Manufacturers’ price ceilings 
set at Oct. 1, 1941, levels except for 
cap and set screws for which ceilings 
are established at June 1, 1941, levels 
by Maximum Price Regulation No. 
147. Effective May 28, 1942. 
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Production: OPA has issued a simpli- 
fied stock list of standard sizes of 
bolts, nuts and other fastenings re- 
ducing the number of stock sizes 
from approximately 450,000 to 250,000. 


Screws, Cap and Set 

Prices: Manufacturers’ price ceilings 
set at June 1, 1941, levels by Maxi- 
mum Price Regulation No. 147. Ef- 
fective May 28, 1942. 

Production: OPA has issued a sim- 
plified stock list of standard sizes of 
bolts, nuts, and other fastenings re- 
ducing the number of stock sizes 
from approximately 450,000 to 250,- 
000. 


Shavers, Dry 

Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 


Production: L-65 stops production 
after June 1, 1942. 


Signs 

Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: L-29 curtails use of metal 
after June 30, 1942. 


Signs and Posts, 

Road and Street 

Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 


Production: L-29 limits use of metal 
after June 30, 1942. 


Sinks 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: Schedule No. 12 to L-42 
halts production June 20, 1942, by 
ban on use of metal. Scullery sinks 
excepted. 

Sales: Restricted by L-79. See listing 
for Plumbing Fixtures, under Sales. 


Sinks, Electric 


Prices: Ceilings established at high- 
est March, 1942, levels. Effective 
May 18, 1942. 

Production: Halted May 31, 1942, ex- 
cept for rated order of A-2 or higher. 

Sales: Restricted by L-79 as amended. 
See listing for Plumbing Equipment 
under “Sales.” 









Sink and Laundry 
Tray Combinations 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: Schedule No. 12 to L-42 
halts production June 20, 1942, by 
ban on use of metal. 

Sales: Restricted by L-79. See listing 
for Plumbing Fixtures, under Sales. 


Stands, Smoking 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: Use of metail curtailed 
after May 31, 1942. 


Stokers, Coal 


Prices: Ceilings established at highest 
March, 1942 levels, effective May 18, 
1942. 

Production: L-75 stops production of 
residential coal stokers May 31, 
1942, and limits production of indus- 
trial type equipment. Amend. No. 1 
permits assembly of small stokers 
from materials on hand May 31, 
1942. 


Stoves, 
Cooking and Heating 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. Mfr’s ceiling—Schedule No. 64. 

Production: L-23 curtails production 
and use of bright work. L-23-c con- 
centrates production of non-electric 
units after July 31 among “smaller 
companies” and not in labor shortage 
areas. Only one model of a permitted 
type can be made. 

Sales: Restricted by L-79 as amended. 
See listing for Plumbing, Heating 
Equipment under “Sales.” 


Stoves, Table, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts production 
June 1, 1942. 


Sump Pumps 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: Simplification Schedule 
No. 10 to L-42 limits use of copper 
and copper base alloys in certain 
parts of the units except those for 
Army, Navy, Maritime Commission 
or Coast Guard. 


Supports, 
Flower and Plant 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: L-62 curtails use of metal 
after May 31, 1942. 






Tables, Steam, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts 
June 1, 1942. 


Tables, Tea, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: L-65 halts 
June 1, 1942. 


Tackle Fishing 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. 

Production: L-92 as amended stops 
production of non-commercial tackle 
by prohibited use of metals, plastic 
and cork after June 30. Fish hooks 
may be made after June 1 at 50 per 
cent of 1941 production. 


Tanks, Fuel Oil, Domestic 
Storage 


Prices: Regulation No. 96 sets maxi- 
mum prices to be charged for domes- 
tic fuel oil storage tanks, except on 
installed basis. Effective Feb. 20, 
1942. 

Sales: Restricted by L-79 as amended. 
See listing for Plumbing, Heating 
Equipment under “Sales.” 


Tanks, Hot Water 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: Simplification Schedule 
No. 9 to L-42—limits production after 
May 15 to three sizes. Amend. re- 
stricts metal used in certain fixtures 
and limits amount used for other 
purposes. 

Sales: Restricted by L-79. See listing 
under Sales, Plumbing Fixtures. 


Tanks, Water Closet 


or Urinal 

Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: Schedule No. 12 to L-42 
halts production June 20, 1942, by 
ban on use of metal. Pressure tanks 
for frost proof closets excepted. 

Sales: Restricted by L-79. See listing 
for Plumbing Fixtures, under Sales. 


production 


production 


Tires and Tubes 


Prices: Price Schedule No. 63 sets 
maximum prices for new tires and 
tubes sold by retailers. 

Sales: By permission of local ration- 
ing boards only. Dealers may sell back 
to wholesalers and manufacturers; 
wholesalers back to manufacturers, 
and consumers back to dealers. 


Tires, Retreads 


Prices: Schedule No. 66 sets maximum 
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prices for retreaded and recapped 
tires, for retreading and recapping 
tires, and for basic tire carcasses. 

Sales: By permission of local ration- 
ing boards only. 


Toasters, Bread and 
Sandwich, Electric 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: L-65 stops 
after May 31, 1942. 


production 


Toys 

Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. 

Production: L-81 restricts use of metal 
and plastic and other materials. 


Trays, Ash 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. 

Production: L-13 and L-62. Use of 
meta! curtailed after May 31, 1942. 


Trees, Shoe 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. 

Production: L-30 curtails use of metal 
after June 30, 1942. 


Twine, Binder 
and Wrapping 


Production: M-84 directs processing of 
agave fibers for wrapping and binder 


twine. Amendment to prohib‘t use 
of java sisal. Permits production of 
110 per cent of amount sold in 12 
months ended Oct. 31, 1941. 

Sales: M-84 directs invéntory supply; 
restricts sale to agricultural and cer- 
tain specified uses. 


Tubes, Radio 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 18, 
1942. Mfrs’ ceiling—Schedule No. 
84. 

Production: Discontinued for civilian 
use of 349 of the 710 types on the 
market. 

Sales: Not restricted. 


Varnish 

Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: M-56 as amended pro- 
hibits use of natural reins in barn 
paint, freight car paints, and road 
marking paints. Does not apply 
to Army, Navy, Lend-Lease, finish in 
chemical plants, research laboratories, 
in vessels other than pleasure craft. 








Vibrators, Electric 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: L-65 stops production 
after June 1, 1942 (except medical 
professional use). 


Warmers, Bottle, Food 
and Plate, Electric 


Prices: Ceilings established at highest 
March, 1942, levels effective May 18, 
1942. 

Production: 
June 1, 1942. 


L-65 halts production 


Warmers, Food 


Prices: Ceiling prices established at 
highest March, 1942, levels. Effective 
May 18, 1942. 

Production: L-65—production stopped 
after May 31, 1942. : 


Wastebaskets 


Prices: Ceilings established at highest 
March, 1942, levels. Effective May 
18, 1942. 

Production: L-13 curtails use of metal 
after May 31, 1942. 


Window Framework 


Production: L-77 halts manufacture of 
residential type windows, and permits 
manufacture of only solid section win- 
dows of industrial type. Amended to 
permit manufacture of basement win- 
dows and residential-type casements 
certain rat. hp. 

Sales: L-77 prohibits sale of metal 
sashes, casements, and other frame- 
works for window installations except 
on A-10 or higher rated housing 
projects. 


Wire, Cable, 
Cable Accessories 
Prices: Schedule No. 82 established 


mfrs’ ceiling prices for wire, cable, 
and cable accessories at Oct. 15, 
1941, levels. 


Wire, Wire Products 


Prices: Schedule No. 49 establishes 
ceiling prices at April 16, 1941, levels. 
Amendment exempts retailers on 
sales to consumers of nails and mer- 
chant wire products in the following 
quantities: less than 25 kegs of nails, 
and less than 2500 lb. of merchant 
wire products. Exempted retail 
quantities covered by gen. max. price 
regulation. Amend. No. 2 to Sched- 
dule 49 permits jobbers and dealers 
a 20 per cent mark-up over the mill 
carload delivered price on merchant 
wire products such as screen wire, 
poultry netting, barbed wire and 
fence. 

Sales: Restricted by orders M-21 and 
M-21-b. Later amended to permit 
sales without ratings of fence wire, 
barbed wire, poultry netting, fence 
posts, gates, staples, bale ties, and 
nails. 
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War Production Board 


Priorities District Managers 


ALABAMA—Birmingham, Martin J. 
Lide, Phoenix Bldg. 

ARIZONA—Phoenix, Lee G. Browne, 
Security Bldg. 

ARKANSAS—Fort Smith, C. W. Mac- 
Donald, Kelley Bldg. 
Little Rock, Charles S. 
Rector Office Bldg. 

CALIFORNIA—San Francisco, James 
A. Folger, 1355 Market St. 

Los Angeles, A. R. Thomas, Western 
Pacific Bldg. 

COLORADO—Denver, Virgil L. Board, 
U. S. National Bank. 

CONNECTICUT—Hartford, Edwin L. 
Howard, 11 Asylum St. 

FLORIDA—Jacksonville, 
Andrews, Lynch Bldg. 

GEORGIA—Atlanta, John B. Reeves, 
116 Candler Bldg. 

ILLINOIS—Chicago, Edmund H. Eitel, 
20 N. Wacker Drive. 

INDIANA—Indianapolis, Albert 0. 
Evans, Circle Tower Bldg. 

KENTUCK Y—Louisville, James _ T. 
Howington, Todd Bldg. 

LOUISIANA—New Orleans, 
House Clay, Canal Bldg. 

MARYLAND—Baltimore, T. M. Chand- 


lee, Baltimore Trust Co. 


Christian, 


George H. 


Louis 


MASSACHUSETTS—Boston, W. P. 
Homans, 17 Court St. 

MICHIGAN—Detroit, James E. Wilson, 
7310 Woodward Ave. 

MINNESOTA—Minneapolis, Willard F. 
Kiesner, Midland Bank Bldg. 

MISSOURI—Kansas City, Charles B. 
Shaeffer, Mutual-Interstate Bldg. 
St. Louis, Ward H. Goodloe, Paul 
Brown Bldg. 

MONTANA—Helena, Oscar A. Baar- 
son, Power Block House. 

NEBRASKA—Omaha, Victor H. Black, 
Grain Exchange Bldg. 

NEW YORK—Buffalo, Paul R. Smith, 
M & T Bank Bldg. 
New York City, Sydney Hogerton, 
Chanin Bldg. 

NORTH CAROLINA—Charlotte, J. E. 
MacDougall, Liberty Life Bldg. 

OHIO—Cincinnati, C. Henlein, 34 E. 
4th St. 
Cleveland, Howard 
Commerce Bldg. 
Dayton, Harold B. Doty, 3rd Nat. 
Bank Bldg. 

OKLAHOMA—Oklahoma City, C. F. 
Aurand, Key Bldg. 
Tulsa, Alfred E. Ballin, Kennedy 
Bldg. 


Porter, Union 





OREGON—Portland, J. F. Bergesch, 
Bedell Bldg. 

PENNSYLVANIA — Philadelphia, 
George McGovern, Broad St. Subur- 
ban. 

Pittsburgh, Charles F. Cruciger, Ful- 
ton Bldg. 

TENNESSEE—Knoxville, D. 
teus, Goode Bldg. 
Memphis, John K. Lester, Sterick 
Bldg. 

Nashville, George S. Gillen, Stahl- 
man Bldg. 

TEXAS—Dallas, John B. Joyce, Fidel- 
ity Bldg. 

El Paso, Robert Stryker, El Paso, 
Nat. Bank Bldg. 

Houston, George L. Nobel, Jr., Elec- 
tric Bldg. 

San Antonio, Carl Pool, Majestic 
Bldg. 

UTAH—Salt Lake City, Ralph E. Bris- 
tol, 248 S. Main St. 

VIRGINIA—Richmond, F. P. Wilmer, 
10 S. 5th St. 

WASHINGTON—Seattle, William D. 
Shannon, White-Henry-Stuart Bldg. 

WISCONSIN—Milwaukee, Frank J. 
Tharinger, Plankington Bldg. 


K. Por- 


of Price Administration 


Regional Offices and States Covered tf 


REGION I: BOSTON, 17 Court St.— 
Maine, New Hampshire, Vermont, 
Massachusetts, Rhode Island, Con- 
necticut. 

REGION II: NEW YORK, 350 Fifth 
Ave.—New York, New Jersey, Penn- 
sylvania, Delaware, Maryland, Dis- 
trict of Columbia. 


REGION III: CLEVELAND, 363 Union 


ALABAMA—Birmingham, Thomas Jef- 
ferson Hotel. 

LOUISIANA—New Orleans, 1122 Canal 
Bldg. 

MINNESOTA—Minneapolis, 326 Mid- 
land Bank Bldg. 


SOUTHERN CALIFORNIA—Los An- 
geles, 1013 S. Broadway. 

CONNECTICUT—Hartford, 127 Ann 
St. 

INDIANA—Indianapolis, Circle Tower 
Bldg. 

IOWA—Des Moines, Liberty Bldg. 

KENTUCK Y—Louisville, Todd Bldg. 

MAINE—Augusta, 151 Water St. 

MARYLAND — Baltimore, Baltimore 
Trust Bldg. 
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Commerce Bldg.—Ohio, Michigan, 
Indiana, Kentucky, West Virginia. 
REGION IV: ATLANTA, Candler 
Bldg., Peachtree St—Georgia, Ala- 
bama, Mississippi, Florida, Tennessee, 
North Carolina, South Carolina, Vir- 

ginia. 


, REGION V: DALLAS, Fidelity Union 


Bldg.—Texas, Oklahoma, Louisiana, 
Missouri, Arkansas, Kansas. 


District Offices 
MISSOURI—St. Louis, 640 Paul Brown 
Bldg., 818 Olive St. 
NEBRASKA—Omaha, 225 Grain Ex- 
change Bldg. 
NEW YORK—Buffalo, 1337 Rand Bldg. 
OH1O—Cincinnati, Union Trust Bldg. 


State Offices 


MICHIGAN—Detroit, 1164 Penobscot 
Bldg. 

MINNESOTA—St. Paul, 1281 First 
Nat. Bank Bldg. 

MISSOURI—Kansas City, 405 E. Thir- 
teenth St. 

NEW JERSEY—Newark, 20 Washing- 
ton Place. 

OKLAHOMA—Oklahoma City, 440 Key 
Bldg. 

OREGON—Portland, Bedell Bldg. 


REGION VI: CHICAGO, 20 N. Wacker 
Drive—Illinois, Wisconsin, Iowa, 
Minnesota, North Dakota, South 
Dakota, Nebraska. 

REGION VII: DENVER, U. S. Nat. 
Bank Bldg.—Colorado, New Mexico, 
Utah, Idaho, Montana, Wyoming. 

REGION VIII: SAN FRANCISCO, 
1355 Market St.—California, Nevada, 
Arizona, Oregon, Washington. 


PENNSYLVANIA 
Fulton Bldg. 
TENNESSEE—Memphis, 212 Sterrick 

Bldg. 
TEXAS—Houston, 820 Electric Bldg. 


- Pittsburgh, 205 


PENNSYLVANIA—Philadelphia, 830 
New Broad St. Station Bldg. 

UTAH—Salt Lake City, 301 
Ke'th Bldg. 

VIRGINIA—Richmond, Johnson Pub- 
lication Bldg. 

WASHINGTON-—Seattle, 1201 Fourth 
Ave. 

WEST VIRGINIA 
Bldg. 

WISCONSIN—Milwaukee, 
Bldg. 


David 


Charleston, Peoples 


Plankinton 
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This highly effective 
display of wallpaper 
was installed when the 
store was modernized. 
A few table lamps up- 
on the ledge add con- 
siderably to the attrac- 
tiveness of the display. 


Modernized Store Steps U 
' Ve the Dog- 


gett-Andre Hardware & Supply Co. 
of Morristown, Tenn., modernized 
its store and added a number of 
new lines it did so in order that 
it might increase the volume of 
sales to women and do an even 
better job of selling to the men of 
that farming area. Modernization 
and the broadening of the store’s 
stock have resulted in good vol- 
ume increases for the company, 
and the improved arrangement 
also has made it possible to dis- 
play to better advantage the lines 





Housewares are on 
a table near the 
paint department. 
Larger items are 
shown on the base 
of table units. 












& 
Part of the men’s side of 
the store is given over to 
interesting sporting goods : 
and tool displays. Bulkier L 


items are upon the ledge. 
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A quality paint line is 
featured to excellent 
advantage in this sec- 
tion which adjoins a 
housewares display. Bi- 
cycles are shown on the 
ledge where every cus- 
tomer may see them. 






























Business for Doggett-Andre 


which the firm has always carried. Addition of new lines 1S 


And it might be added that the 


a entire job of modernization was also a producer of sales 
). carried on without closing the for this Tennessee firm 


d store. 


f A. M. Peoples, assistant man- 
it ager, in comparing the old and 
df new set-ups, says, “People come 
n in and say that the present store 
f is a nicer place in which to shop 
n because they can see everything 
's and because everything is within 
1. easy reach. Many extra sales are 
p made due to the fact that custom- 
it ers see things which they did not 
3 come in to purchase. Fixtures for- 
s merly went up to the ceiling. The 


(Continued on page 84) 








Cleaning needs are displayed on a 
table unit near the doorway. Giit- 
wares are shown in this section. 




















Glass shelving adds to the 
appearance of the pottery. 
glassware and table appli- 
ance displays and helps to 
attract feminine customers. 
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CANNING GOODS WINDOW 


MERCHANDISE: Wide mouth fruit jars, small mouth jars, jelly glasses, tin cans, can- 
ners, wash boiler canners, canning racks, food choppers, stew kettles, bottle cappers, bottle 
caps, bottles, fruit jar rubbers, fruit jar lids, lids for tin cans, corks, pressure cookers, paring 
knives, butcher knives, family scales, sharpening stones, jar wrench, sealing wax, paraffin. 


BACKGROUND: Center panel of light green corrugated board or painted wallboard. 
Side panels of rose corrugated board. Cut-out letters of dark green material. 


Late July—Feature Canning Goods 


P, your sales pro- 


motion efforts so as to capitalize 
on the increased interest in can- 
ning and preserving that exists 
this year. Every housewife will 
want to cut food costs as much as 
possible and canning and pre- 
serving the vegetables and fruits 
produced in Victory gardens will 
help her to achieve this end. 


Canning Needs Window 


Make this display stand out 
and show your customers that you 
have a good stock! One way to 
do this is to build mass displays 
of canning equipment such as fruit 
jars and tin cans. This is some- 
thing every store can do and it 
will make your window much 
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more interesting and forceful. 
Display a goodly number of can- 
ners and promote the popular 
selling sizes in an aggressive man- 
ner. 

These suggestions are incor- 
porated in the window display of 
this equipment shown on this page. 


Interior Displays 

Because of the short season in 
which canning goods must be 
sold, this merchandise must be 
brought to customers’ attention in 
a way that will impress them and 
bring action. 

Always show fruit jars and tin 
cans in large quantities. Such 
displays can hardly be classified 
as beautiful unless the carton in 
which the merchandise is packed 
is attractive. This, however, is 


not important. The main idea is 
to let your customers know that 
you not only have this merchan- 
dise but that you have a lot of it. 

Table displays of the smaller 
canning necessities should be set 
up. Feature popular items such 
as family scales and medium size 
stew kettles on the ends of such a 
display. Show cards should call 
attention to these values. 

Canners of various types could 
well be featured on a platform 
space in the store. These items 
are rather bulky so lend them- 
selves to this type of display. 
Spotlight the popular number by 
building a mass display. 

This is a good time to push 
pressure cookers of various types. 
Try to demonstrate this item at 
certain hours during the after- 
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HARVESTING SUPPLIES WINDOW 


MERCHANDISE: Binder twine, rope, hay carriers, harpoon forks, grapple forks, hay 
forks, motor oil, pulleys, single trees, neck yokes, lines, double tree clevis, cross clevis, 
twist clevis, end clevis, flat steel clevis, section and sickle grinder, mower section blades, 


mower guards, rivets. 


BACKGROUND: Center panel of bright yellow corrugated board or painted wallboard. 
Side panels of light tan material. Cut-out letters of medium brown material. 


noons or evenings if your store is 
open. Perhaps the young lady 
in your housewares department 
could handle this or you might be 
able to secure a qualified demon- 
strator from the manufacturer of 
the line. 

A free gift of some sort will 
provide an added incentive for the 
housewives in your community to 
visit the store during this period. 


Push Cutlery Line 


Household cutlery is very much 
in demand during the canning sea- 
son. This is one time when the 
housewife really appreciates that 
good paring or slicing knife the 
hardware dealer sold her. See that 
your cutlery display has all bins 
or sample spots filled and that you 
have a good reserve stock. 
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and Harvesting Supplies 


, Feature this line in the window. 
It can be shown on the floor at the 
front of the display and be sure to 
emphasize the fact that you have 
competitive merchandise as well as 
the better quality items. 

Here is a line on which every 
salesman can concentrate and prac- 
tise the technique of “selling up.” 
This is the time to push quality 
cutlery. Customers have the money 
and are willing to be shown why 
they should buy the better item. 

on 


Extra Sales 

Every cutlery sale provides an 
opportunity for one more extra 
sale. Always suggest a sharpening 
stone to the customer so that she 
may keep the new knife sharp. 
Customers will appreciate this sug- 
gestion. Sell them the type of 


























HARDWARE AGE Original 
Window Display IDEAS 


stone,they should have for their 
sharpening job. 


Harvesting Needs 

Items needed for the harvesting 
season are featured in the sug- 
gested window display on_ this 
page. Binder twine and haying 
equipment are displayed promi- 
nently in the trim. These are both 
popular items at this time of year 
and should be promoted. Most 
dealers’ stocks of this merchandise 
are ample, so arrange attractive 
displays and go after your share. 

A large stack of binder twine 
should be placed in a prominent 
spot. Use a good sized show card 
to show your price on this mer- 
chandise. Keep this display intact 
and suggest twine to every farm 
customer who visits your store. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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The Winners 


\ these pages you will find 
the names of the winners 
of the May “Selling Sen- 


tence” Contest together with the 
prize money selling sentences. 
\lso listed are a number of win- 
ners of “Honorable Mention” 
awards. Selling sentences receiv- 
ing this rating are also published. 
their originators receiving a cash 
award of $1.00. 


Stimmel Wins 
Two First Prizes! 

H. A. Stimmel, Worthington 
Hardware Co., Worthington, Ohio. 
is the first Harpware Ace Retail 
Sales Idea Club member to cap- 
ture two first prize awards in this 
new type of contest. It was clear- 
ly pointed out that this was a pos 
sibility but we hardly expected it 
to happen in the first contest. 

Mr. Stimmel’s selling sentences 
on sereen door hinges and the nail 
hammer were awarded the first 
prize in those classifications. 

William R. Thompson, The 
Bentley Hardware Co.. Great 
Bend, Kans., received a first prize 
award for his selling sentence on 
the hose nozzle and also received 
an “Honorable Mention” award 
of another $1.00 for his sentence 
on plant food. 

There are plenty of opportuni 
ties for members to win as much 
cash, if not more than in the previ- 
ous type of contest. Brush up on 
your selling points and practice 
the selling sentences on your cus- 


tomers. 


Study the Prize-Winning 
Sentences 

An unusually large number of 
members participated in the May 
contest. More 
members will be 
taking part in 
the future as they 


see just what is expected and un- 


derstand the type of selling sen- 


tences that meet all the require- 
ments. 

Study the winning sentences. 
Despite the fact that they may not 
be perfect, they do indicate con- 
siderable concentrated thought on 
merchandise that will aid the cus- 
tomers in finding out what that 
merchandise will do, how long it 
will do it. and how it does it. 


~ 


Use a Conversational Style 

Remember that the selling sen- 
tences you are building are sup- 
posed to be statements that you 
actually use when selling an item 
to a customer. Therefore, the sen- 
tence should be in a conversa- 
tional style. Remember this in 
the next contest. Read your sen- 
tence out loud to see if it is what 
you would say, or, better still, test 
it on the customers in the store 
and note its effect. 





Winners of the May 
“Selling Sentence’ Contest 


Contestants in the May “Selling Sentence” Con- 
test were required to build selling sentences about 
the following merchandise items: 


l—Hose nozzle 
3—Plant food 


2—Screen door hinges 
4—Vacuum bottle 


5—Nail hammer 


The Editors op HARDWARE AGE, acting as judges, 
have selected the following winners. First prize 
awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group: 


HOSE NOZZLE 
FIRST PRIZE—$2.00 
Won by 
WM. R. THOMPSON 


The Bentley Hardware Co., 
Great Bend, Kans. 


“This nozzle can be used for 
many useful sprinklifg jobs. One 
adjustment produces a fine spray 
for small plants, another produces 
a spray similar to rain drops for 
large plants or lawns, and a third 
results in a forceful stream for 
washing walks, porches, or your 
car. It is made of brass, will not 





WM. R. THOMPSON 










































corrode and the moving parts are 
ground to a fine fit. You can ex- 
pect a lifetime of service from this 
nozzle.” 
k wk 
PLANT FOOD 
FIRST PRIZE—$2.00 
Won by 
HELEN M. DOUGLAS 
W. H. Douglas, 


Commerce, Tex. 


“If you want sturdier plants. 
more vegetables. better fruit and 
more beautiful flower blossom. 
use this rich. clean and odorless 
plant food. 


sential ingredients needed to fur- 


It contains all the es- 





HELEN M. DOUGLAS 


nish nourishment and quick 
growth for all plant life. Use it 
on your vegetables to insure 


abundant crops during the sea- 
son.” 
kk * 


VACUUM BOTTLE 
FIRST PRIZE—$2.00 
Won by 
LENA DAY 


DeVore Hardware Co., Inc., 
Monongahela, Pa. 
“This bottle will keep liquids 
hot for 24 hours or cold for 72 


hours. It is a standard make and 





LENA DAY 


the refills can be purchased here 
whenever needed. It holds one 
pint and will fit a lunch kit, and. 
if properly handled. it will last 
for years.” 

kk 


SCREEN DOOR HINGES 
FIRST PRIZE—$2.00 
Won by 
H. A. STIMMEL 
Worthington Hardware Co., 
Worthington, Ohio 
“This pair of screen door hinges 
will close your door and keep it 
closed without the aid of another 
spring. They are constructed with 
a spring around the hinge pin. 


* 


Honorable Mention 


The judges award the rating of “Honorable Mention” and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ning one of the major prizes, were considered worthy of publication: 


PLANT FOOD 


WM. R. THOMPSON, The Bent- 
ley Hardware Co., Great 
Bend, Kans. 


“This plant food will help your 
tomato plants grow sturdy vines. 
and produce larger and_ richer 


fruit. It is the complete plant 


* 








































You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


made of pressed steel. and, if oiled 
now and then, will outlast the door 
itself.” 

x * * 


NAIL HAMMER 


FIRST PRIZE—$2.00 
Also won by Mr. Stimmel 


“With this nail hammer you 
can drive the finest brad as well 
as a spike. The perfect balance 
of the hammer makes this pos- 


sible. You can also pull headless 





HAROLD A. STIMMEL 


nails of all sizes because of the 


machined and tempered claws. 
The way you would use this tool. 
it would easily last you a lifetime. 


and it’s fully guaranteed.” 


food and contains all the needed 
elements properly balanced. Just 
apply a teaspoonful of this plant 
food as directed when the plant 
hegins to blossom and = again 
when the _ first 
fruit ripens. This 
will be sufficient 





for the season.” 








W. H. BAILEY, Perth Amboy, 
N. J. 


“With this plant food you have 
a complete fertilizer. It contains 
11 different plant foods, will take 
care of all your gardening require- 
ments, and goes a long way, too. 
for one pound will cover 100 
square feet.” 

x * * 
NAIL HAMMER 


DANIEL R. WOODBURY, Waite 
Hardware Co., South- 
bridge, Mass. 


“More work with less effort, 
that’s what this hammer will do 
for you because it’s balanced right. 
It’s made of selected steel, forged, 
heat treated and is finished under 
careful supervision. In addition, 
it is guaranteed against softness 
and flaws.” 


J. MILLER, Weil Bros. Hardware 
Co., Bronx, N. Y. 


“Take this hammer in your 
hand. Feel the grip and balance. 
The head is dropped forged 
vanadium steel and is held firmly 
in place with double wedges in 
the hickory handle. You will en- 
joy many years of service from 
this hammer.” 

kk * 
VACUUM BOTTLE 


LEONARD NELSON, West Side 
Hardware Co., Elgin, Ill. 


“Hot coffee on tap sounds 


good, doesn’t it? This vacuum 
bottle with its adjustable rubber 
of hot 
coffee without messy leakage. It 
also eliminates that ‘corky’ taste 
that is often objectionable. The 
bottle is supported in the case 
in shock - absorbing 


stopper assures delivery 


mountings 
which prevent breakage and _ as- 
sure long life.” 

= 2 @ 


HOSE NOZZLE 


WILLIAM J. POLLARD, West 
Side Hardware Co., Elgin, 
Il. 


“With this nozzle you can 
quickly produce a dew-like mist 
or a regular April shower, all with 
easy finger tip control. Its solid 
two-piece construction assures 
many years of trouble free ser- 


vice.” 
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“WOW HOW ABOUT A WHEELBARROW TO CART HOME 
YOUR PURCHASES ? 








WAYNE K. GARDNER, Gardner 
& Hall Co., Concord, N. H. 


“You will actually enjoy water- 
ing the lawn or garden with this 
You can 
change the stream from a steady 


precision made nozzle. 


powerful force to a gentle mist by 
one simple adjustment. Although 
the cost is only a few cents more 


than manv so called cut - rate 





nozzles, you are assured of extra 
years of satisfactory performance 
from this article.” 
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SCREEN DOOR HINGES 
MRS. PAUL SELL, Paul Sell 


Hardware, Girard, Kans. 


“A good pair of screen door 
hinges, properly fitted to your 
door, will keep it closed securely. 
Flies, mosquitoes, insects, etc.. 
will be kept out of your home thus 
insuring more pleasant and health- 
ful surroundings for your family. 
Keep the hinges oiled and they 
will last indefinitely.” 


Ingenuity at Work 


George M. Jasmin and George 
Figlar, inside salesmen for the 
Lindquist Hardware Co., Bridge- 
port, Conn., and members of the 
HARDWARE AGE Retail Sales Idea 
Club, have developed a most un- 
usual window display that has 
been stopping traffic in their com- 
munity. The display shows vari- 
ous implements of war such as 
battleships, aircraft carriers, ete.. 
all constructed of hardware. 





Many items of hardware are used in the development of this unusual 
window display which attracted a lot of attention and provoked many favor- 
able comments from customers. The hardware merchandise was used to 
create a wide variety of implements of war such as tanks, planes, submarines, 
cruisers, aircraft carriers, etc. The display was created and installed by 
George M. Jasmin and George Figlar, inside salesmen, Lindquist Hardware 
Co., Bridgeport, Conn. Both persons are members of the HARDWARE AGE 

Retail Sales Idea Club. 
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Water supplies are vital to all farmers who are now being called upon to increase 
food production. Much of this equipment will, no doubt, be available. Feature it! 








One of the pump and water schooi sessions held at the 


avis Sponsors Pump and 
Water System School 


Binghamton, N_Y. firm creates 
good will and sales witha 
maintenance course for boys 


M. ORE than 60 farm 


boys attended each of the one-day 
sessions of a pump and water sys- 
tem school sponsored by A. L. 
Davis’ Son, Inc., of Binghamton, 
N. Y. These sessions were held 
on successive Saturdays. The 
school was conducted for the pur- 
pose of acquainting the young men 
of the nearby farms with the work- 
ings of pumps and water systems 
so that they would be in a position 
to make their own minor repairs. 
According to Frank G. Howard, 
owner, it proved to be a great suc- 
cess. Farmers appreciated the 
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opportunity presented them of 
sending their boys to the school 
and were pleased by the interest 
in their problems which was ex- 
hibited by the company. 

“This year,” says Mr. Howard, 
“our complete course on water sys- 
tems covered all of the various 
types of systems available: their 
advantages and disadvantages; 
when and under what conditions 
each should be installed; the usual 
method of installing, and a discus- 
sion of types and functions of va- 
rious pump accessories such as mo- 
tors, engines, air volume controls, 
pressure regulators, pressure tanks, 
sanitary caps, etc. It also gave 


Davis store. 


considerable time to the care of 
pumps and water systems, to the 
various troubles which are encoun- 
tered, the meaning of the various 
troubles, where to look for them 
and how to remedy them. 

“We feel that in our present 
emergency it is highly important 
that every farm boy learn all he 
possibly can about such a vital 
necessity as the water system.” 


No Promotional Angle 

The school was divorced as far 
as possible from any promotional 
touch by having representatives of 
the company making the pumps 
handled by A. L. Davis’ Sons, Inc., 
as well as representatives of com- 
peting manufacturers in atten- 
dance. The school was conducted 
by these representatives who lec- 
tured and then answered pre- 
arranged questions to bring out 
general discussion by the group. 
Practically every one of the boys 
took part in this activity which 
was both enlightening and inter- 
esting. 

Publicity was given to this 
school through the Store News, 
published by the company. The 
local 4H Clubs and the agricul- 
tural departments in the many con- 
solidated schools in the area also 
helped publicize the event. 

A free luncheon was served to 


(Continued on page 84) 








ANY hardware 


dealers are now giving consider- 


able special attention to wooden- 
ware, in order to take up some of 
the slack occasioned by the cur- 
tailed production of civilian goods 
made of critical materials. Wooden 
items, long neglected by some deal- 
ers, will again be offered. Some 
articles of wood, which were 
thought to have passed out of the 
picture in fairly recent years, will 
be manufactured again. Then 
again, there are and will be many 
items, previously available only in 
metal, which will be made of wood. 
Whether the hardware dealer re- 
gards a large part of his wooden 
merchandise as substitutes or as 
a regular part of his stock, he 
would do well to give it every pos- 
sible attention in order to help 
maintain his volume and profits. 

The dealer must realize the fact 
that as galvanized tubs, pails and 
other metal articles become scarce 
he will be obliged to promote the 
sale of wooden tubs, pails and 
similar items. In fact. he would be 
wise to tell his customers that 
when the present and rapidly dwin- 
dling stocks of civilian metalware 
lines are exhausted that there will 
probably be no replacements for 


the duration of the war. 
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Articles made entirely of wood 


will be in greater demand than 


ever before as war-time demand 


takes an ever-increasing toll 


of merchandise made of metal 


Interesting “talking cards,” win- 
dow displays and advertising can 
attract considerable attention to 
the dealer’s new wooden lines and 
can also serve to add emphasis to 
those he has always sold. Toys, 
housewares. unfinished furniture, 
and even some new wheel goods, 
are available in wood. There are 
ironing boards, wash tubs, clothes- 
pins, clothes horses, clothes dryers, 
clothesline reels, hampers, waste 
containers, curtain stretchers, wash 
boards, towel racks and bars, cut- 
lery containers, kitchen cabinets 
and wall units, vegetable bins, 
wooden serving trays, wooden nov- 
elties, butter paddles. chopping 
and mixing bowls, bread boards, 
pastry boards, rolling pins, step 
stools. stools. brooms. mop sticks, 
drawer knobs, door bumpers, 
dowels, weatherstripping and bot- 
tle stoppers. Then there are trellis. 











‘A ‘Wooden Wedding Corner’ some- 

where in your housewares section 

would make a hit—particularly if 
dressed up attractively.” 





garden tool handles, lawn, garden 
and porch furniture, wickerware. 
fencing, some dairy items, house- 
hold furniture, stools, tables, book 
cases and shelves. Other lines in- 
clude baseball bats, tennis rackets. 
croquet sets, juvenile furniture. 
baby carriages and strollers, doll 
carriages, card tables and chairs. 
train, boat and airplane model 
kits, plasterers’ trowels, shoe shine 
boxes, mallets, mauls, plugs. bungs 
and saw horses. 


Here’s How to Sell ‘Em! 
1—Emphasize the war angle 


If the wooden item you are try- 
ing to sell a customer is a substi- 
tute for a metal article tell him so 
in a friendly and frank manner. 
Emphasize the fact, if some cus- 
tomers do not already understand. 
that war needs at home and abroad 
have necessitated the withdrawal 
of many materials from civilian 


use. 


2—Broaden your gift section 


War or no war, the ladies will 
continue to present gifts. And 
they will continue holding parties 
requiring giftware items. Thus. 
the hardware store which has an 
adequate stock of bright and un- 
usual wooden gift lines will con- 
tinue to attract the feminine gift 
trade. Merchandise such as salad 
bowls and sets, chopping bowls. 
decorative plaques. butter paddles, 
etc., have long been popular party 
items. Make them —and other 
wooden giftwares—more popular. 
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se_ | Woodenware 


Wherever possible, switch women’s 
interest to wooden lines thus sav- 
ing merchandise of critical mate- 
rials for sale to those who will do 
without rather than buy substitute 
items. 


3—Have woodenware windows 


Devote entire windows to both 
new and older wooden lines. Tell 
people with show cards the reason 
for emphasizing wooden merchan- 
dise. Play up the fact that war 
needs have taken from civilian 
use many different kinds of metal 
and plastic items, because metals 
and plastics are on the critical list. 


4—Go after wedding business 


The wedding gift trade is al- 
ways worth going after when you 











“Dust and dirt will spoil the 
appearance of the finest wood- 


enware ... Constant dusting is 
essential in these displays.” 


have a well set up gift department. 
Now more than ever before, 
wooden items will be popular as 
wedding gifts. And there are nu- 
merous items in wood that are 
particularly acceptable for wed- 
ding showers. 


5—Seek anniversary trade 
A “Wooden Wedding Corner” 


somewhere in your housewares sec- 
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tion would make a hit—particu- 
larly if dressed up attractively. 
Most authorities on the signifi- 
cance of wedding anniversaries 
refer to the fifth anniversary as 
the wooden wedding. Featuring 
some of the better grade, higher 
priced wooden gifts in a “Wooden 
Wedding Corner” would increase 
sales for that anniversary. Such 
a plan would also impress people 
seeking gifts for any anniversary 
with the quality and variety of 
wooden giftwares you offer. 


6—Display prices prominently 


Because your wooden stocks will 
include many new items, it is ab- 
solutely necessary to display prom- 
inently the prices of these lines. 
Many people will have no set 
notion as to what price many 
wooden items will command. 
Showing prices is an absolute 
“must” for your new wooden lines. 


7—Have colorful settings 


Colorful settings are desirable 
for both utility and novelty items. 
For example, a display featuring 
salad bowls, sets, etc., would look 
well with a setting or background 
in red and green in suggesting 


By KENNETH A. HEALE 
Associate Editor 
of Hardware Age 


some of the component parts of a 
salad. A Wisconsin hardware 
dealer has pastel-colored display 
tables in his housewares section. 
A New England hardware dealer 
experimented with different colors 
for his housewares section and 
then selected yellow and blue as 
his color scheme. Others use blue 
and white, green and white, silver 
and black and other attractive 
combinations. 


8—Keep ’em clean 
Dust and dirt will spoil the ap- 


pearance of the finest woodenware. 
Good housekeeping — constant 
brushing, dusting and cleaning— 
is particularly essential in these 
displays. 


9—Have unadvertised specials 


Advertising special items has 
for its purpose the building of 
traffic, on the assumption that once 
you get traffic you can sell not 
only the advertised but unadver- 
tised lines providing greater profit. 

Follow the lead of some de- 
partment stores and have unadver- 
tised specials in your store. This 
will encourage people to visit your 
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woodenware sections whether or 
not they have a particular purchase 
in mind. 


10—Light them up 


Plain wooden items, regardless 
of finish, will always look their 
best when subjected to good light- 
ing. Real illumination for these 
displays will help “put across” the 
idea of cleanliness and freshness, 
two necessary characteristics for 
selling to the ladies in any com- 
munity. 


11—-Advertise woodenware 


Feature, in your advertising, 
the fact that you have a varied 
assortment of woodenware and 
play it up in your store and win- 
dow displays. Emphasize the fact 
that such lines are not affected by 
priorities or war needs, save those 
which are part metal. 


12—Employ some saleswomen 


Saleswomen are particularly de- 
sirable for selling wooden house- 
wares. They know what other 
women want and like and what 
they will buy. Many hardware 
dealers are replacing the men 
called te the colors with women 
wherever practical. 


13—Display groups 


Use the “shop” idea in some dis- 
plays, grouping items according to 
classes and identified as the “salad 
shop”, “kitchen shop”, “bath 
shop”, etc., showing merchandise 
for different rooms or purposes 
in sections marked as “shops”. 


14—Use odd prices 


Whenever possible, use odd 
prices on your woodenware. Odd 
prices suggest bargains, and the 
ladies will often buy items at $2.98 
which they would not buy at $3.00, 
despite the very slight difference 
in price. And while waiting for 
change on an odd priced pur- 
chase they may be interested in 
some other merchandise which 
they had not intended to buy. 


15—Offer combinations 


Displaying combinations, of 
which there are many, such as 
pastry board and rolling pin or 
wash tub, clothespins, ironing 
table and clothesline with large 
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price cards will help sell related 
items. The combination idea ap- 
peals to customers whether a com- 
bination offer actually provides a 
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“An occasional exhibit of wooden 

merchandise turned out by local 

carpentry class students would 
serve to attract attention.” 


slight reduction in total cost or is 
sold at full price. 


16—Hold school exhibits 


An occasional exhibit, in either 
a show window, or the store, of 
wooden merchandise turned out by 
local grade school carpentry class 
students would serve to attract 
attention. The very fact that 
some, though certainly not all, car- 
pentry students would turn out 
rather crude jobs would help show 
your factory made woodenware 
lines to advantage. Carpentry 
class students turn out a great var- 
iety of items and such an exhibit 
would certainly emphasize that 


wood can be effectively and efh- 
ciently used for making many 
household needs. 


17—Have some non-hardware 
lines 


Wooden beads, dress ornaments 
and compacts are found in a very 
limited number of hardware stores. 
Yet they are items having appeal, 
particularly in these times. They 
might be shown with other wooden 
novelties which would appeal 
simply because they are novel 
items. 


18—Use spot displays 


Have spot displays of some of 
your novel or better grade wooden 
gift items in parts of the store 
where you do not normally dis- 
play this type of merchandise. 
Having these displays in reason- 
ably conspicuous spots will serve 
to create interest. Using such an 
idea will call the attention of 
people visiting different parts of 
the store to the fact that you are in 
the woodenware business as well 
as in the hardware trade. 


19—Play up new goods 


Give some attention in your 
show windows to the new wooden- 
ware items in your stock, particu- 
larly those which you have never 
before carried in any form. Use 
signs to indicate the fact that cer- 
tain items on display have just 
been received. Give the price and 
tell what the new items are and 
how they are to be used. 





Did You 


N average chair contains enough 
hardwood to make the stock 
of a Garand rifle. 

x * * 

The steel in an average radio- 
phonograph would make close to a 
dozen bayonets. 

* * * 

The copper from a dozen electric 
fans is enough to provide all the 
copper needed in fabricating a 20 
mm aircraft cannon to make it hot 
for the Japs and Nazis. 

* * _ 

The steel that goes into a single 
sewing machine will make a high 
explosive shell for a 75 mm field 


Know ? 


howitzer and the steel in two large 
outboard motors would make a sub 
machine gun with which our soldiers 
could shoot down Japs. 

* * * 

The copper in 100 electric dry 
shavers would make a smoke tank 
for an airplane which by throwing 
a screen around a fighting ship 
might save many American lives. 

* * 

The iron that used to go into a 
single hair dryer is enough for six 
hand grenades. 

* & 

The metal in a set of brass cur- 
tain fixtures would produce 80 car- 
tridges for a soldier’s’ rifle. 
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AN IMPORTANT 
WPB ANNOUNCEMENT 
REGARDING THE SALE 

OF FIREARMS 


The War Production Board has amended the 
original Limitation Order forbidding the sale of 
new firearms. Effective May 26th, this order 
“unfreezes” the stocks of new firearms that job- 
bers and dealers have on hand, and permits the 
sale of all rifles and shotguns in stock except 
any new “Defense Rifle’ which cost $72.50 net 
or less, or any new “Defense Shotgun” which 
cost $45.00 net or less. 


“Defense Rifles” include all rifles chambered 
for Government .30/06 cartridges, and all .22 
target rifles which cost the seller $72.50 or less. 
Remington rifles 511 and Remington 513T are 
specifically restricted. A “Defense Shotgun” is 
any 12 gauge shotgun, any 16 gauge automatic 
or 16 gauge pump gun which cost the seller 
$45.00 or less. 


The restricted “defense” guns may be sold on 
specific order from the Director of Industry 
Operations, and to agencies and officers of the 
Federal, State and local governments for official 
use. They may be sold to the governments of 
“lend-lease” countries. 


This order permits the sale of a number of 
popular guns, and allows you to retail any unre- 
stricted rifle or shotgun you have in stock. 





YORE PA'S BEEN A-TARGET- 
mh =SHOOTIN’ FER TIRES AGIN ! 
ra (TS SHORE LUCKY HE STICKS 
Th) TO REMINGTON .22’s / 















“*Kleanbore.’’ and “‘Hi-Speed’’ are Reg. U. 8. Pat. Off. by Remington Arms Co., Ine., Bridgeport, Conn. 2-1623 
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Sports News 
for Axis Papers 





FFHAND, you might think that Americans’ 

participation in sports would be curtailed be- 
cause they’re working longer hours, because of tire 
and gasoline shortages, and the scarcity of some 
materials used in sporting equipment. Well, don’t 
believe a word of it. 

You see, in America people take part in sports 
because they enjoy them, and not because some offi- 
cial tells them to turn out for exercise. Whatever 
they play is a matter entirely of their own choice. 
It’s hard to understand that in Axis countries. In 
these times, Americans need the relaxation, the 
improved physical fitness they derive from outdoor 
sports; consequently, there has been an increase in 
the number of people engaged in sports. Organized 
sports in cities, towns, and industrial plants are 
in full swing. They help build morale and health. 
But most Americans take part in sports just for 
fun. Even homes are becoming new centers of rec- 
reation, with the construction of badminton courts 
in the backyard, horseshoe pitching set-ups, home- 
made tennis courts, and the like. 

Altogether, the Americans’ way of doing things 
—of enjoying their exercise, of being able to buy 
and sell whatever they need in the way of sporting 
goods, of taking part in whatever sport they can, 
whenever they have a few minutes spare time, 
ought to worry Axis nationals a great deal. For 
it means a stronger, more physically fit nation, 
better able to produce war materials, better able 
to carry on a battle to a successful conclusion. 














HEAMOs 


“VACUUM BOTTLES 
LUNCH KITS 


Gulf's Colorful Floor Display—This 
colorful floor display is being dis- 
tributed by the Gulf Oil Corpora- 
tion, Gulf Building, Pittsburgh, Pa., 
to retail outlets which handle Gulf- 
spray Insect Killer. Complete infor- 
mation on how to obtain this display 
can be secured by writing the firm. 








“Thermos” Counter Display — This 
unique counter display, holding 
three pint, “Thermos” brand vacuum 
bottles, is offered to dealers by the 
American Thermos Bottle Co., Nor- 
wich, Conn. Is lithographed in three 
colors. Affords effective display and 
occupies relatively little space. 





To Help You 


Manufacturers Offer 


Save your 


Carton Display for 
“Kitchenettes” — The 
Joseph Lay Co., Inc., 
Portland, Ind., is offer- 
ing its “Kitchenettes” 
broom packed in a 
shipping carton that 
also serves as a point 
of sale display in the 
dealer's store. To set 
up the display in the 
store, the dealer 

' needs only to remove 
the tape, turn back 
top and push brooms 
in the eyelets and 
the attractive ship- 
ping carton, which 
holds 12 brooms, is 
converted into a 
display the custom- 
ers can't miss. Each 
broom is also packed 
in a stout, colorful, 
protecting envelope. 





New Counter Cards—Schick, Inc., Stamford, Conn., is 
offering dealers two counter or window display cards 
designed to help them sell more electric shavers to 
customers whose relatives are now in the armed ser- 
vices. Cards are printed in full color and are 16 in. high. 


Morton‘s Salt Tablet Counter Display—Mor- 
ton Salt Co., 310 So. Michigan Ave., Chicago, 
lll., is offering dealers this attractive counter 
display which features Morton's Salt Tablets. 
The display occupies little space and tells a 
timely and effective story on the prevention 
of “heat fag”, that condition which results 
when the natural salt balance of the body 
is changed. The display holds 12 tubes of 
tablets. Tablets are packed in trim plastic 
tubes with tight screw tops. The display has 
a sturdy easel back. 
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Cory’s “All Heat” 
easel counter card offered by the lyn, 
Cory Glass Coffee Brewer Co., 325 
N. Wells St., Chicago, Ill. Shows a 
Cory brewer in use on different 


Card—A new 


types of kitchen ranges, fueled by 
commercial or bottle gas, electricity, 
oil, gasoline, coal or wood. Since 
the electric stoves usually used with 


this coffee maker are no 


longer 


available, the card shows how to 


use it with other heating units. 


These Display Helps 


Display Materials ! 





New Window Card— 
Landers, Frary & 
Clark, New Britain, 
Conn., offers dealers 
this attractive win- 
dow display piece 
which features. the 
Universal Clean Air 
Cleaner. The piece 
features the cleaner 
in operation and lists 
its numerous uses. It 
is designed to hold 
and attract attention. 


Ventilator Demonstration—Universal Homewares Corp., 
15 W 24th St., New York City, is offering dealers a dem- 
onstration display of its Kantpick latch-lock ventilator. 
This device is attached to a small door which when 
opened shows how the ventilator operates. Display is 
approximately 8 in. long, 8 in. high, 4 in. wide. Letter- 
ing is yellow and white. Supplied free to each pur- 
chaser of a special assortment, counter and window 
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display cards also available. 


New Counter Display—Impulse sales 
are stimulated by the new 
bulb counter or window display of- 
fered retailers by the Wabash Ap- 
pliance Corp., 335 Carroll St., Brook- 
Y. Copy emphasizes the 
gentle lighting provided by the com- 
pany’s Superlite type of light condi- 
tioning. Is offered free to dealers. 


light 








Offers Window Decal—This window decalco- 
mania is offered dealers by the Prime Mfg. 
Co., Milwaukee, Wis. It features “Elmer, the 
Bulhorg” a character now being featured in 
the company’s advertising. Dealers using this 
are able to identify their store as headquar- 
ters for Prime equipment and secure benefit 
from the company's consumer advertising. The 
decalcomania has a maroon background, is 
5 in. in diameter. | Supplied free to dealers. 
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This book shows your farmer-customers 
ways to safeguard the precious topsoil 


Food is a weapon. It may play a decisive role in winning the war. We need it fast, for our 
fighting men and civilians, and for our allies; and we need millions of tons more than the 
farmlands of America have ever produced before. It is therefore doubly important that, 
while farmers are pushing up production to the limit, they safeguard the precious topsoil] 
which is the source of nearly everything we eat. 

Here is a new book on soil conservation which Bethlehem Steel Company has published 
and is making available to hardware dealers to place in the hands of their customers. This 
book is entitled Your Land. It is intended to help farmers to protect the precious topsoil, 
that once gone takes centuries to replace, against the ravages of wind and water erosion. 

Prepared in consultation with national authorities on soil conservation, Your Land 
is a concise working manual on the subjéct: It is decidedly a ‘“Show-to’’ book, setting forth 
briefly and clearly the basic principles that underlie soi}-conservation farming, and the 
practical application of those principles. It gives information on crop rotation, contour 
planting, strip cropping, diversion ditching, terracing, basin listing, sub-surface tillage, 
shelterbelting. 

Your Land is printed on high-grade paper and illustrated with numerous photographs 
showing the application of soil-conservation methods. It is a book that farmers will read 
...and keep... and use. 

Copies of Your Land will gladly be supplied, free of any charge or obligation, to 
hardware dealers to distribute to farmers in the areas they serve. Write to Bethlehem Steel . 
Company, Bethlehem, Pa., for a sample copy, look it over, then tell us how many copies 
you believe you can use to good advantage in your community. 


BETHLEHEM 
STEEL 











A YEAR ago Wren 


Hardware Co., Fairfield, Ala., add- 
ed a line of dog foods and medi- 
cines, dog harness, leashes and 
allied merchandise. Since that 
time sales on the line have doubled 
and quadrupled. Other hardware 
dealers who are looking for new 


This line should be free from shortages. 


lines to handle, on account of cur- 
tailments and shortages applying 
to other metal articles, might well 
try dog foods and supplies and 
profit by the experience of this 
company. 

“One advantage of this line is 
that it fits in so well with guns and 





hunting equipment which hard- 
ware stores have traditionally car- 
ried,” says P. W. Drennen, canine 
specialist of this store. “We be- 
gan building up the department 
at first by giving away several 
hudred samples of our dog food, 
especially to old customers. The 
manufacturer, whose line of dry 
food we carry, cooperated with 
us in this. This type of food 
comes in 2, 5, 25, and 50-lb lots 
and is easily handled, especially 
on hunting expeditions.” 

In addition to the dog foods, 
harness, and other related items, 
the store does an unusual business 
in dog medicines, including cap- 
sules and flea dips. This line in- 
cluded several dozen different 
lines. 

Mr. Drennen says that it would 
be helpful for the dealer taking on 
this line if he has some member 
of the staff who loves dogs, who 
owns one or more and goes hunt- 
ing occasionally. This, he says, 
is the best way to learn about dogs 
and their care. 


Play it up! 





All kinds of dog foods and remedies are shown in this prize winning 
window display installed by Walter R. Davis, the firm’s display manager. 
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‘Lunch in the open with plenty of fresh air and sunshine — 
there’s a made-to-order menu to restore overworked, war- 
weary nerves. Let the Thermos Picnicker help you get away 
from it all now and then, at some pleasant, nearby place.” 


Thermos ties in with summer outing season with this message in Time (July 27) 
and The Saturday Evening Post (August 15). Watch for these advertisements 
—be ready with a display of your Thermos brand vacuum ware. Keep your store 


identified with the power and prestige of Thermos national consumer advertising. 


LOOK FOR THE THERMDS ON THE BOTTOM 
TRADE-MARK OF THE BOTTLE 


TRADE-MARK REG. U, S. PAT. OFF. 








THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONN. 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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When Chabot Hard- 
ware, Detroit, Mich., 
coordinated its own 
sales promotional ef- 
forts with a wholesal- 
er's advertising pro- 
gram it realized the 









ie me, we 


fact thata....... r SHOP Aor 


s at the door! 
Heavy Cocoa 


11 Piece Mate 


| PURER WARE <x 


This ad sold 36 
cocoa door mats 
and stimulated 
traffic in the 
store. Numerous 
sales of re- 
lated items were 
made as a re- 
sult of this ad. 





hed Set Of 







———ns 


Jobber-Dealer Cooperative Advertising 


Program Increases Sales and Traffic 





Streamers, blow-ups of the ad and feature displays served to 
identify the store with the cooperative advertising program. 
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Zz: Chabot Hard- 


ware, Detroit, Mich., has in- 
creased store traffic by coordinat- 
ing its sales promotion efforts with 
an advertising program sponsored 
by Buhi Sons Co., Detroit, hard- 
ware wholesalers. In this coop- 
erative effort, the dealer is re- 
quired to promote and display 
certain special merchandise in his 
window and inside the store so as 
to tie in with the shopping news 
advertising of the wholesale firm. 

“We sold 36 cocoa door mats 
in one week as a result of the co- 
operative advertising” says E.. J. 
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The best of materials, 
research and craftsman- 
ship—plus a unique pro- 
motion plan which pro- 
duces sales for paint mer- 
chandisers day in and 
day out—that’s why BPS_| 

ROUTE TO PROFITS has beena leader in paint | 
Il sales for over 50 years. 

To these important factors—to insure maxi- 
mum performance of the plan—Patterson- 
Sargent offers you an exclusive franchise. 
Briefly, the unique idea works like this: 


1) It creates the desire to paint. 

2) It aids in color selection. 

3) It produces store traffic... more sales 
. ++ more profits. 


Start on the BPS route to more paint profits 
right now. Write The Patterson-Sargent 
Company for complete details of this remark- 
able paint sales help. 
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Chabot, owner. “This mat hap- 
pened to be one of the specials at 
that time. Sales of other items 
which appeared in the advertise- 
ment were also stimulated and 
many additional sales of regular 
hardware also were made. 

“This is just one example of 
what occurs every week in our 
store. Our traffic has increased 
greatly and our customers in the 
neighborhood watch for the weekly 
advertisements which appear in 
the shopping news. Special mer- 
chandise selected for these adver- 
tisements has gone over excep- 
tionally well. In most cases, we 
have cleaned out our complete 
stock, but, of course, we do not 
need to buy large quantities of 
these items because our supplier 
is so convenient to us.” 


One thing Mr. Chabot likes 


about this cooperative advertising 
plan is that it enables him to use 
the big “shopping news” papers, a 
thing which ordinarily would be 
impossible. Advertising rates are 
very high, and, as Chabot’s store 
is a neighborhood store, it would 
be paying for a lot of circulation 
of no practical value to it. 

Each advertisement in _ the 
papers carries the names of the 
hardware dealers who are cooper- 
ating. Dealers serving particular 
sections of the city are listed to- 
gether. This makes it easy for 
the reader to find the hardware 
store nearest his home. 

The wholesale firm bears the 
entire cost of the newspaper ad- 
vertising program. Dealers, how- 
ever, must cooperate fully with 
the plan in order to be listed in 
the advertisement. Each cooper- 


ating dealer is supplied each week 
with a kit of display material. 
These kits contain show cards for 
displays of special merchandise 
in the store and window, window 
streamers and copies of the ad- 
vertisement for posting on the 
store’s bulletin board and on the 
plate glass. No charge is made 
for this display material. 

“Some type of cooperative ad- 
vertising program is essential for 
the hardware dealers in the large 
cities,” says Mr. Chabot. “It is 
one way in which the merchant 
can build up store traffic.” 

Cooperating dealers’ stores are 
identified by means of a special 
white porcelain sign which is also 
featured in the weekly advertise- 
ment. Dealers purchase the signs 
from the wholesale house at a 
very reasonable cost. 


Live Squirrel Helps Sell Guns in Early Summer 


\ SENS bin WOAEW Brier 





The Smith Hardware Co. of Wewoka, Okla., used this unusual window display for the purpose of increasing 


sales of guns and ammunition during June a year ago. 


This display, which was featured from June 3rd 


to 16th, was installed by Neal F. Henricks, Oklahoma City, Okla., representative of Remington Arms, Inc. 
Earth covered the floor, tree stumps were prominently shown while corn and tree bark were scattered 
about. All of these formed the background for the firearms and ammunition on display. An eye-catching 
feature was a live squirrel which scampered about the window. H. T. Smith says, “We have no way of 
estimating the number of persons who stopped to enjoy this window, but there were hundreds of them. 
We can’t remember ever having had a window that caused as much comment. Three direct gun sales re- 
sulted directly from this display, the customers being contacted outside the store while looking at the 


display.” 
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It made a hit inthis town of 10,000. 
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ARMERS need better buildings 

this year — to house increased 
livestock — to store bigger crops. 
Uncle Sam’s request for more food 
makes this imperative. But many 
farmers will have to make the old 
buildings do until the days of ma- 
terial shortages are over. 

Nevertheless, many farmers will 

probably ask you for steel sheets. If 
you can supply them from stock, all 
well and good. If not, remind them 
that Uncle Sam has first call on steel 
—and that it is their patriotic duty 
to wait. For there’s no substitute for 
steel in the making of guns, ships and 
tanks to fight the war. But you can 
do more—things that will help cus- 
tomers with their housing and stor- 
age problems and keep them in pro- 
duction until the time when plenty 
of sheets are again available. 
1. Remind customers to keep their build- 
ings in good shape, to repair concrete floors 
and foundations; to replace rotting frame- 
works; to weatherproof all exterior sur- 
faces; to keep steel or wood roofing and sid- 
ing tightly nailed, te paint steel sheets with 
a good metal surface paint if they begin to 
show signs of corrosion, and to paint other 
sidings when they need it; to keep flashings 
and downspouts tight. 
2. Distribute your limited stocks of steel 
sheets to do the best possible job for repairs 
and replacements. 


3. Suggest temporary repair materials and 
temporary structures which will help cus- 
tomers get by in case you can’t furnish 
steel. They will welcome your help in 
choosing temporary materials to carry them 
along until sheets are again available. 


Many farmers are planning ahead 
to the time when they can build new 
buildings. We are offering free build- 
ing plans to help them. We have 


‘ 


plans, in blueprint form, for Cattle 


Shed, Machinery Shed, Poultry 
Brooder House, and Poultry Range 
Shelter. These plans are bound in 
our Farm Plan Service book which 
is available to jobbers and dealers on 
request. Write us for your copy and 
look*it over—you’ll see how you can 
use it to hold customers for the fu- 
ture. Write to Agricultural Extension 
Bureau, 619 Carnegie Building, 
Pittsburgh, Pa. 


US'S STEEL ROOFING AND SIDING 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


TENNESSEE COAL, 


United States Steel Export Company, New York 


IRON & RAILROAD COMPANY, Birmingham 
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STOVE MEN STUDY WAR PROGRAM 


AS IT AFFECTS THEIR INDUSTRY | 


A group of approximately 200 
stove men, meeting in Cincin- 
nati on May 27, 28 and 29, 
learned from WPB officials, de- 
tails of the program for reduc- 
ing civilian production of stoves 
and converting the industry's 
facilities, so far as possible, to 
war work. This program will 
mean complete cessation of stove 
production to approximately 90 
comeanies and will drastically 
curtail manufacturing schedules 
in the remaining companies. 

In spite of this obviously bad 
news for the industry, the stove 
men seemed very confident that 
they could meet this challenge 
and contribute directly to the 
War Program while still main- 
taining production schedules on 
the basic minimum number of 
stoves required for civilian use. 

One of the most forceful ad- 
dresses was delivered by Henry 
M. Brundage, Chief of the Ap- 
pliance Section, Plumbing and 
Heating Branch, War Production 
Board. 

In outlining the background 
of and need for Order L-23-c cur- 
tailing production, Mr. 
Brundage pointed out that up to 
a year ago, practically all of the 
metal produced in or imported 
into this country went into ci- 
vilian goods to build up our 
American standard of _ living. 

Mr. Brundage then reviewed 
in some detail the provisions of 
Order L-23-c which, for the first 
time in any WPB Order, cuts off 


stove 


the production of certain com- | 


panies in the industry while per- 
mitting some of the smaller units 
not located in labor shortage 
areas to carry on the required 
stove manufacturing during the 
war period. 

He also outlined the provi- 
sions of Amended Order L-79 
which, while “unfreezing” stove 
products at the manufacturing 


ances only to those consumers 
who have emergency need for 
stoves because of complete break- 


downs of equipment or because | 


no similar equipment is avail- 
able. 

At the afternoon session on 
May 28, C. C. Abbott of the 
Cincinnati office of the War Pro- 
duction Board outlined the gen 
eral provisions of the Production 
Requirements Plan. After July 1, 
he pointed out, the only method 
of securing preference ratings 
for either military or civilian 
goods will be by filing Form 
PD-25A. Mr. Abbott said that 
the local offices of the War Pro- 
duction Board will be glad to 
instruct any stove company ac- 
countant how to fill out these 
forms, which should be filed as 
carly in June as possible. The 
stove industry was very glad to 


learn from Mr. Abbott that a | 
considerably simplified method of | 
filling out Form PD-25A has been | 


devised. 

W. H. Wilson, vice-president 
of the Ferro Enamel Corpora- 
tion reviewed in a very interest- 
ing manner the possible uses of 
enameling furnaces in the man- 
ufacture of war materials. He 
urged the industry to investigate 
the possibilities of converting 
enamel furnaces to use as heat- 
treating furnaces on light and 
medium grades of armor plate. 

A pamphlet entitled “Sugges- 
tions on Securing War Con- 
tracts” was reviewed briefly by 
Mr. R. A. Dadisman of the 
American Rolling Mill Company. 
Mr. Dadisman offered copies of 
this booklet to any interested 
stove manufacturers. 


Mark A. Brown made _ the 


after-dinner address. Mr. Brown 


and wholesale levels, continues | 


to control the flow of stove prod- 
ucts to the consumer. Manufac- 
turers, distributors and dealers 
were urged to cooperate with 
WPB by helping to limit sales 


of cooking and heating appli- | 
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was formerly president of the 
Globe American Corporation and 
chairman of its board of di- 
rectors and is now acting as 
financial advisor to the Director 
of Industry Operations of the 
War Production Board. 

Mr. Brown outlined the prog- 
ress which has been made to date 
in the war program and told the 
stove men of the many addition- 


al sacrifices which will be re- 
quired of all types of American 
industry if we are to win the war 
without costly delays. 

Meetings of the three product 
divisions of the Institute were 
held on the closing day of the 
convention, Friday, May 29. 

At the gas and electric range 
meeting the principal subjects of 
discussion were the shut-off of 
electric range production on May 
31 and the possibility of ex- 
changing inventories between 
gas and electric manufacturers. 
Weight restrictions on “permit- 


ted type gas ranges” were also | 


considered and the problem will 
be taken up with the War Pro- 


duction Board in the hope of | 


liberalizing those restrictions. 
The solid fuel division meet- 
ing gave particular considera- 
tion to the Priority Order (P-84) 
which grants assistance to cer- 





JAMES J. LOWE 


Until recently, advertising 
manager of American Manufac- 
turing Company, Brooklyn, 


N. Y., cordage mill. Now he is 
Ensign James J. Lowe, U. S. 
Naval Reserve. Immediately 
upon receipt of his commission 
Mr. Lowe was assigned to the 
Naval Station at Norfolk, Va., 


| for active duty. 


tain branches of the Stove In- | 


dustry selling products for emer- | 


gency replacements, but which 
does not offer similar priority 


| help on coal and wood cooking 


stoves. It was decided to petition 
the War Production Board for an 


amendment which would grant | 


similar priority aid on coal and 
wood ranges. 

At the oil division meeting Or- 
der L-56, drastically curtailing 
sales of fuel oil in 33 states, was 
the prime consideration. Limita- 








tions on fuel oil have resulted in 
a virtual cessation of oil heater 
sales in many areas. The oil di- 
vision appointed a committee to 
confer with Petroleum  Coor- 
dinator Harold L. Ickes and rep- 
resentatives of the War Produc- 
tion Board with regard to the 
inventory situation resulting from 
Order L-56, and to ask for relief 
in those areas where fuel oil sup- 
plies are sufficient to permit the 
installation of new oil heating 
equipment or where other types 
of fuel may be difficult to obtain. 











NEW HOME for the Pacific Plastic & Mfg. Co. at 4865 


Exposition Blvd., Los Angeles, Calif. 
formerly located at 5446 Carlton Way, Hollywood 


The company was 
In the 


new and larger building the company has in addition to 
needed additional fleor space, more convenient shipping and 


hauling facilities. 
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HALL, DAVIS AND RODES, 


JOIN BELKNAP BOARD 


At the annual 
stockholders of the Belknap 
Hdwe. & Mfg. Co., Louisville, 
Ky., all the old officers and di- 





FRED A. HALL 


rectors were re-elected and 
three new directors elected. 
The new members of the board 
are Fred A. Hall, Mark B. Davis 
and Clifton Rodes. 

Mr. Hall joined the company 
in 1912 and _ successively has 
been order clerk, assistant sales 


meeting of | 


| company since 1923 and has 
| held the positions of 
| clerk, stock taker; has worked 
in the sales and credit depart- 
traveling 
and is at present sales director 


ments; as salesman 


of Tennessee, Alabama and Mis- 


Mr. Rodes became associated 
| with Belknap, in 1928. 
| held the position of manager of 
the paint department, having 
| previously conducted his own 


a ° 
SISSIpplI. 
| 
| 
| 


He has 


paint company in Louisville and 
in Miami, Fla. Since March, 
1931, Mr. 


rector of sales of all 


Rodes has been di- 
territory 
West of the Mississippi River. 

Officers re-elected are: presi- 
dent, Charles R. Bottorff; vice- 
presidents, Luther R. _ Stein, 
| Charles B. Prince and Henry 


Lewis has _ been 


John G. 


Robert E. 


elected treasurer and 


Mr. Davis has been with the | 


order | 








CLIFTON RODES 


B. Heyburn; vice-president and 
treasurer, Dara E. Cross; vice- 
president, William C. Gibson; 
vice-president and assistant treas- 
urer, Lewis Herndon; vice-presi- 
dent, Innes W. Dobbins; secre- 
tary E. A. Converse, Jr., and 
assistant secretary, 
Spencer. 


American Steel & Wire 


Promotes Lewis, Nelson 





Herbert W. | 





ing positions before being elected 
assistant secretary in April, 1925. 
In September of 1928 he was 
elected assistant secretary and 
assistant treasurer, which posts 
he has held up to the present 
time. 

Mr. Moylan has worked for 
the American Steel & Wire Co. 
since May, 1898, when he started 
as a clerk in the credit depart- 
ment at Chicago. He worked 
his way through the ranks and 
became credit manager in Chi- 
cago in October, 1929. 

Mr. Gordon started working 
for the company in March, 1899, 





J. G. NELSON 


as a clerk in the treasury depart- 
ment in New York City. He has 


manager, traveling sales man-| Nelson has been elected secre- | li in N 

ager, and buyer of the house-| tary and assistant treasurer of York rn a ge ng = 

wares department. He  con-| the American Steel & Wire Co., Ss Se ee ‘ ; 
Mr. Cavanagh’s first associa- 


tinues in the latter position. 





MARK B. DAVIS 
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Cleveland, Ohio, subsidiary of 
the U. S. Steel Corp. At the 
same time John N. Moylan was 
treasurer with 





elected assistant 


tion with the company was as a 
stenographer in the freight de- 
partment in Chicago in Febru- 


P , , € . 
offices in Chicago, IIL, Robert ary, 1911. Pe: ——. ge he 
Gordon was elected assistant was move to ‘leveland as a 
treasurer with offices in New stenographer in the secretary's 


York City, and John B. Cavanagh 
was elected assistant secretary, 
Cleveland, Ohio. 

Mr. Lewis’ first employment 
was with the C. I. T. Corp. in 
1928. He held various other po- 
itions involving credit and ac- 


| counting work before becoming 
| associated with the advertising 
firm of Batten, Barton, Durstine, 
and Osborne as comptroller in 
1939. He joined the American 
Steel & Wire Co. in September, 
| 1941, as assistant to treasurer. 








R. E. LEWIS 


Mr. Nelson started with the 
American Steel and Wire Co. as 
a weigher in the Newburgh Wire 
Works in February, 1909. He 
held various clerical and account- 


office, and in June, 1931, was ap- 
pointed chief clerk in the secre- 
tary’s office. 


SILEX NAMES VICE- 
PRESIDENT OF SALES 


Frank E. Wolcott, Jr., has been 
named vice-president in charge 
of sales of The Silex Co., Hart- 
ford, Conn. Charles H. Newman, 
formerly western sales manager 
of The Silex Co., has been named 
sales manager, with headquarters 
at the factory in Hartford. 
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McKinney Gives Service 


With appropriate ceremonies | 
the McKinney Mfg. Co., Pitts- 
burgh, Pa., recently presented 





F. J. KOCH 


288 of its employees with em- | 
blems in recognition of their | 
years of service which ranged | 
from five to 56 years. Twenty- | 
nine with records of more than 
25 years received a gold em- 
blem with diamond inset. This 
group represented a total of 
over 1000 years of hinge mak- 
ing experience. A gold emblem 
for 20 to 25 years of service 
went to 30 employees; 134 re- 
ceived a silver emblem for 10 
to 19 years, and 89 received a 


bronze emblem for five to 9 
years. 
Frank J. Koch and W. S. 


Church, with 27 and 29 years of 
service, respectively, are two of 
of the oldest salesmen. Others 
who are “old timers” from the 
point of service are H. G. Spang- 
ler, 47 years of service; C. A. 
Hammond, 27 years; Howard 
Campbell, vice-president in 
charge of sales, 22 years; Rus- 
sell Smith, 20 years. 

The business of the McKinney 
Mfg. Co. was started in 1865 
in Cincinnati, Ohio, at the close 
of the Civil War. In 1870 the 
business was moved to Hamil- 
ton, Ohio, and in 1878 it was 








HOWARD CAMPBELL 





Awards to 288 


moved to Pittsburgh, Pa. In 
1887 the first of the company’s 
present buildings was erected 
and there the company has con- 
tinued manufacturing for the 
past 55 years. 


DEVOE BRUSH DIV. 
IN NEW LOCATION 


In line with the augmenting 
of its staff due to war-time de- 
mands, Devoe & Raynolds Com- 
pany, Inc. New York City, 
manufacturer of paints and 


| brushes, announces the -transfer 


of its brush division, which is 
under the management of A. H. 
Mohrhusen, to larger quarters 
at 220 East 42nd Street, New 
York City. 

Mr. Mohrhusen pointed out 
that the new location in the 
Grand Central area would enable 
the company to improve the ser- 
vice rendered to both local and 
out-of-town clients. 


WYO. HARDWARE FIRM 
OBSERVES FIFTIETH 
ANNIVERSARY 


The Sheridan Commercial Co., 
retail hardware firm of Sheridan, 
Wye., is celebrating its fiftieth 


anniversary in business 





The company was founded by 
the late J. Dana Adams in 1892 
and has since continually served 
two people and ranchers. D. E. 
Gwinn, president of the com- 
pany, has been associated with 
the firm since 1900, becoming 
its president in 1912. The com- 
pany sells hardware, farm imple- 
ments, feed, and seed, and 
groceries. 











JOHN P. MYERS 





OPA OFFICIALS TALK 
TO N. Y¥. HARDWAREMEN 


More than 250 hardwaremen, 
from all branches of the trade, 
heard two OPA officials discuss 
the General Maximum Price 
Regulation at a mass meeting 
held Wednesday evening, June 
10 in the Seven Arts Room, 
Hotel Edison, New York City. 
A. G. Antolini, Associate Region- 
al Director, O.P.A. and Maurice 
Despres, Unit Chief, Appliance 
and Supplies Section, Retail 
Price Division, O.P.A., were the 
speakers. The meeting was 
called by The Hardware Boost- 
ers in cooperation with the Met- 


| ropolitan Hardware Association, 
| Brooklyn Hardware Association, 


Hardware & Supply Dealers’ As- 
sociation of Manhattan & Bronx 
Boroughs, Hardware Square Club, 
Hardware Trade Association of 


New York, North Jersey Hard- 


| ware & Supply Association and 


the Westchester Hardware Deal- 


| ers’ Association. 


Who was elected president of | 
the New York State Bankers | 


Association during 
convention in New York City. 
Mr. Myers is president of M. P. 
Myers & Co., Inc., wholesale 
hardware firm of Plattsburg, 
N. Y. Mr. Myers is also presi- 
dent of the Plattsburg National 


there. | Bank and Trust Co. 








Manufacturers-Wholesalers Program 
For Chicago Convention, Oct. 18-21 


The 85th semi-annual conven- 
tion of the American Hardware 
Manufacturers Association and 
the 48th annual convention of 
the National Hardware Associa- 
tion will be held jointly at the 
Palmer House, Chicago, IIl., 
from Oct. 18 to 21. Owing to 
the stress of war conditions it 
has become necessary and desir- 
able to revise radically the cus- 
tomary schedule. 

Registration will begin at 10 
a. m. Sunday, Oct. 18, so that 
the name of every delegate reg- 
istering at convention headquar- 
ters prior to 7 p. m. on Sunday 
will appear in the first edition 
of the register of delegates. This 
will be available the following 
morning. Committee meeting 
usually held on Monday, will 
this year be held on Sunday. 

At 10 Monday morning, Oct. 
19, the convention will open with 
a joint business session of the 
two associations, the program to 
be devoted entirely to discussion 





of industry problems created by 
necessary war-time regulations. 


Representatives of WPB and 
OPA are expected to participate 
actively. 


On Tuesday morning, a sec- 
ond similar joint session or two 


separate sessions, as circum- 
stances may later determine, 
will be held. On Wednesday 


morning, October 21, there will 
be separate meetings of the two 
groups, for continuation of dis- 
cussion, presentation of the usual 
reports, and election of officers 
and committeemen. The con- 
vention will adjourn at noon. 
To permit maximum oppor- 
tunity for trade contact and 
conference, no afternoon or eve- 
ning sessions will be held, and 
entertainment will be entirely 


eliminated. 
Headquarters of both associa- 
tions will be at the Palmer 


House and registration and all 
sessions of the convention will 
as usual be concentrated on the 
fourth floor. 


its recent | 








Associate Regional Director 
Antolini told what O.P.A. actu- 
ally is, an agency established to 
prevent inflation by maintaining 
ceiling prices for all types and 
branches of business. O.P.A. 
has the duty of seeing that mer- 
chandise and services subject to 
ceiling prices are not sold above 
those levels. The systems of 
price control used in Canada, 
and other foreign countries were 
studied to avoid mistakes made 
in plans they use. Canadian 
price administrators suggested 
the listing of cost of living item 
prices at the point of sale in re- 
tail stores and the recording of 
March ceiling prices in stores 
for both O.P.A. officials and con- 
sumers. 

Maurice Despres explained the 
provisions of the law, pointing 
out that March maximum prices 
govern price ceilings. He out- 
lined the procedure of recording 
and posting base period prices 
and conducted a question and 


answer period. A. M. Glueck, 
president, Hardware Boosters, 
presided and introduced the 


speakers. S. H. Atkinson, Brook- 
lyn, president, New York State 
Retail Hardware Association, em- 
phasized strongly the need for 
voluntary cooperation in adhering 
to the price ceiling regulations. 





REPRESENTS GREAT NECK 
SAW IN OHIO-MICHIGAN 


Harold P. Sammann, 547 W. 
Washington Blvd., Chicago, IIl., 
has been appointed manufactur- 
ers representative by the Great 
Neck Saw Manufacturers, Inc., 
Mineola, N. Y. Mr. Sammann 
will represent the company in 
Ohio and Michigan. 


HARDWARE AGE 
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OBITUARIES 


FRED M. HUGGINS Mr. Pfeiffer was originally 
associated with his father in 
the hardware business in Fort 
Wayne, Ind., as H. Pfeiffer and 
Son from 1899 to 1916. He then 
became associated with the Van 
Camp Hdwe. & Iron Co., Indian- 
apolis, Ind., until 1929 when he 
became a manufacturers’ repre- 
sentative. 





Fred M. Huggins passed away 
June 3 in the St. Augustine, 
Fla., hospital. Mr. Huggins had 


His tireless energy and pleas- 
ing personality was outstanding 
and endeared him to countless 
friends. 

He leaves him widow and two 
daughters, Miss Joan Pfeiffer 
and Mrs. Robert E. Wacker, In- 
dianapolis, a brother, and three 
sisters. 


WILLIAM H. SPENCER 





Sargent & Co., New Haven, Con- 


FRED M. HUGGINS : . . 
R necticut, died Sunday, June 7th, 


William H. Spencer, export | 
manager in New York City of | 


in Shore Road Hospital, Brook- | 


just recently retired from busi- lyn, after a short illness. 


ness. He had been associated 
with the Lalance & Gosjean 
Mfg. Co. 

Mr. Huggins organized the 
Old Guard, Southern Hardware 
Salesmen’s Association, was its 
first secretary and also a past- 
president of that organization. 
His widow survives. 


Mr. Spencer became associ- 
ated with Sargent in 1902, and 
soon after represented the com- 
pany in Latin America. He re- 
sided in Buenos Aires, Argen- 
tina, from 1914 until 192), 


when he became manager of the 


——_— made him an outstanding man 
in that field. 
ALBERT J. PFEIFFER He leaves a widow, a son, Wil- 
Albert J. Pfeiffer, 60, passed | liam H. Spencer, Jr., of New 
away May 26. Mr. Pfeiffer was| York, and a daughter, Mrs. John 
a manufacturers’ representative | Leiss, of Ossining, New York. 
for several companies including 
the Utica Cutlery Co., Acme 
Shear Co., Elsmere Blade Co. 
and others in a territory reach- 
ing from Indianapolis, his home, . 
city, to Galveston to the South | #imeer for The Lowe Bros. Co., 
and Salt Lake City to the West. Dayton, Ohio, passed away re- 
cently of a heart attack. 


RALPH E. SCOTT 


ago as a salesman in the Kan- 
sas City, Mo., branch. He was 
later promoted to the position 
of a divisional manager at Kan- 
sas City and then transferred to 
Salt Lake City, Utah. He was 


Dayton 21 years ago. 


R. E. MILLER BUYS 

REEL LEASH 
Robert E. Miller & Co., Inc., 
| 35 Pearl St., New York City, has 
| purchased the entire business of 
the Reel Leash Corp., 500 Fifth 
Ave., manufacturer of the “Reel 
Leash Special.” 

















ALBERT J. PFEIFFER 
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export department with head- | 
quarters in New York. His | 
knowledge of export conditions | 


Ralph E. Scott, 62, sales en- 


Mr. Scott became associated | 
| with the Lowe company 31 years | 


brought to the home office in | 


+ + ms >}, tt 


LHENEY 


NAIL 
HOLDING 
HAMMERS 






Cheney Hammers are again busy through- 
out the land building for Victory. All types 
of Cheney Hammers; carpenters’, machin- 
ists’ pein and riveting, blacksmiths’, engi- 
neers’ double face, scalers’, bricklayers’, 
etc., are enlisted 100 per cent in war pro- 
duction. For more than 100 years Cheney 
Hammers have served America in peace 
and in wartime. A Cheney does the job 


easier and faster. 


HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N.Y 
Sales Office: 302 Broadway, New York 
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DOOR BUTTS 
STRAP AND TEE HINGES 
WROUGHT STEEL SHELF BRACKETS 
CELLAR WINDOW SETS 
SCREEN DOOR HARDWARE 


( SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 












MANUFACTU®ER., 


AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 


SAN FRANCISCO: 703 Market St. 








| Hughson & Merton Observe 
| Golden Anniversary 


At the left is Mr. Hughson presenting Governor Rolph, former 

Mayor of San Francisco, with the Wood Shovel & Tool Co.’s 

gold shovel to break the earth for the San Francisco-Oakland 
Bay bridge. 


Hughson & Merton one of the | axles but now they are supplying 
oldest sales organizations on the | material to keep the bombers 
Pacific Coast is celebrating its | flying. 
fiftieth anniversary this year. The first month, the activity of 
the partners, Lew Merton and 
William L. Hughson consisted 
pretty largely of writing persua- 
sive letters to eastern manufac- 
turers for lines and then waiting 
for replies. And business did 
come in and in increasing volume 
so that two moves each to larger 
quarters were necessary to take 
care of the growing business. 
Then came the fire of 1906 and 
Hughson & Merton, as far as of- 
fice, records and stock were con- 
cerned, were wiped out. They co- 
operated wholeheartedly to help 
with the cleanup preparatory to 











F. G. WIGMORE 


When first founded the company’s | 
offices in San Francisco were | 
barely furnished with three 
chairs and two kitchen tables. 
Today the organization has its | 
home office in the W. L. Hugh- | 
son building at 1499 Market St., | 
San Francisco, and branch of- | 
fices in Salt Lake City, Utah; | 
Los Angeles, and Seattle, Wash. | 

When Hughson & Merton orig- | 
inally started out, they repre: | 
sented such items as Mrs. Potts’ | 
sad iron and Browr’s wagon | 








MARSHALL NIEDECKER 


HARDWARE AGE 
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the rebuilding of the city and as 
a reward, the authorities built an 
office for them, the first structure 
of any kind erected in San Fran- 
cisco after the fire. 

During these years Lew Mer- 
ton was looking after the com- 
pany’s interest in the Pacific 
Northwest. He opened an office 
in Portland in the early 1900's 
and in 1910 opened another in 
Seattle. In 1916 he returned to 
San Francisco and the North 





H. G. BARKLAGE 


Coast offices were taken over by 
E. O. Johnstone now with the 
American Chain Co. 

Mr. Merton passed away in 
1917 and then in 1922 Mrs. Mer- 
ton came back into the organiza- 
tion and remained until she, too, 
passed away in 1928. 

The company has retained the 





GOLF ASSN. PLANS 
TOURNAMENT AT 
EXCELSIOR SPRINGS 


The board of directors of the 
Hardware Golf Association has 
decided to hold the 17th annual 
tournament, conditions permit- 
ting, Sept. 17 to 19, 1942, at the 
Elms Hotel, Excelsior Springs, 
Mo. All prize money collected 
for the tournament will be given 
to War Relief and hence no 
prizes except the regular trophies 
will be awarded. 


40 ATTEND NUTMEGGER’S 
JUNE JAMBOREE 


More than 40 members and 
guests attended the annual June 
Jamboree of the Nutmeggers 
held on June 10th at the Indian 
Hill Country Club, Newington, 
Conn. The entire afternoon was 
given over to golf. This was 
followed by a dinner and the 
regular business meeting. 

Chairman of the entertainment 








J. L. BARLOW 


original name although Fred G. 
Wigmore, who joined the organi- 
zation in 1921, has shared the 
proprietary interest with Mr. 
Hughson for the past five years. 

Marshall A. Niedecker and 
Ward Folsom are in the Los 
Angeles branch at 125 S. Santa 
Fe Ave.; H. G. Barklage has the 
Seattle allies, First and Marion 
Sts., and J. Lester Barlow the 
Salt Lake City office, the most 
recent addition, at 107 W. South 











Temple. 

Hughson & Merton still rep- 
resent some of the manufactur- 
ers with whom they started out. 
Among those now represented 
are the Enterprise Mfg. Co., At- | 
las Tack Co., American Nickeloid | 
Co., Wood Shovel & Tool Co., 
Reed & Prince Mfg. Co., and | 
Wrought Washer Mfg. Co. 








wiadttieieaadiesiiinatan | 


Patterson-Sargent Co., announced | 
the prize winners of the Kicker’s | 
Handicap during the dinner. 
Joseph L. Lane, Greenfield Tap | 
and Die Corp., won the first | 
prize, Harry W. Murray, Ameri- 
can Steel and Wire Co., won sec- 
ond prize, and the third award 
was won by H. M. Easton, Na- 
tional Twist Drill & Tool Co. 
Golf balls were awarded as prizes. 

President George W. Grahan, | 
The Collins Co., presided at the | 
dinner and during the business | 
meeting. 


POT AND KETTLE NEWS | 


Outstanding in the  season’s 
unique noon luncheons of the 
Los Angeles Pot and Kettle Club 
was the May 26th luncheon spon- 
sored by Harpware Ace. At 
that time, the club’s newly ap- 
pointed director, who is also 
HarpwareE AGE editorial repre- 
sentative, Harry R. Terhune, pre- 
sented the glamour girls from the 
Blue Network Coast - to - Coast 


| 
| 
} 





committee Donald W. Maclsaac, 
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radio show, “Your Blind Date.” 





WHY “HARDWARE” SMITH 
BANGS AWAY AT OUTSIDE 
SALES NOW..... 





He GETS a Volume of High 
Priority Business - - 





“Hardware” Smith must furnish 
priority ratings on his orders for 
heavy hand tools and other items 
made of critical materials. He 
marks the ratings on his orders. 
Then the jobber passes these pri- 
orities along to the manufacturer, 
who in turn passes them along to the mill 
to get raw materials for the Smith Hardware 
Company orders. Since only the ARMY, 
NAVY, WAR INDUSTRIES and WAR WORKERS 
have these ratings to give with orders, 
“Hardware” Smith for the first time LEAVES 
his store and becomes an outside salesman. 
He calls personally on all industry, since 
they have no time to come to his store. He 
stocks only standard sizes of items and uses 
jobbers’ facilities more. Smith Hardware 
Company, just as always, becomes an im- 
portant distribution channel in this NEW 
way of business. 


Investigate the new possibilities now 
open with Warren Tools. 


WARREN TOOL CORP. 


” Ree EOS, 














TOP PRICES FOR WAR BIKE; 
THREE LEVELS ESTABLISHED 


Bureau 
AGE) 


(Washington 
of HARDWARE 
Maximum prices for the “War 
Model” bicycle, the only kind 
that the War Production Board 
will permit to be manufac- 
tured, are established in Maxi- 
mum Price Regulation No. 158. 
In the East, the highest retail 
price that a dealer may charge 
for the “War Model” is $32.50; 
in the middle zone, $33.50, and 
in the Far West zone, $34.50. 
There is special provision for 


sales by mail-order. The maxi- | 
mum price applicable in such 
cases is $29.50, f.o.b. seller's 


usual point of shipment in the 
East; $30.50 in the middle zone, 
and $31.50 in the Far West. 

In certain cases where a deal- 
er’s net costs are unusually low 
because of proximity to a bicycle 
factory or as a result of volume 
purchases, retail ceilings will be 
relatively lower under a section 
of the regulation which limits 
the permissible mark-up. 

The difference in maximum 
permissible prices as between 
the three zones is to compensate 
for freight cost variation. Sales 
or use taxes may be added to the 
ceiling price. 

Retailers are required to post 


the maximum price in their 
stores. 
The maximum levels in the 


order apply only to the “War 
Model.” Selling prices of all 
other new bicycles are covered 
by the General Maximum Price 


Regulation. 

The middle zone includes 
the states of Alabama, Arkan- 
sas, Florida, Georgia, Kansas, 


Louisiana, Mississippi, Nebraska, 
North Dakota, Oklahoma, South 
Dakota and Texas (except the 
counties of El Paso, Hud- 
speth, Culbertson, Jefferson 
Davis, Presidio, Brewster, Ter- 
rell, Pecos and Reeves). The 
Far West zone includes Arizona, 
California, Colorado, Idaho, Mon- 
tana, Nevada, New Mexico, 
Oregon, Utah, Washington, Wy- 
oming and the counties in Texas 
that are not 


62 





included in the | 


middle zone. The eastern 
is all parts of the United States 
the other two 


zone 


not embraced in 
zones. 

The regulation also sets ceil- 
ing prices on distributors’ sales. 
For distributors the top price at 
which the bicycles may be sold 
to a dealer in the eastern zone 
is $23.75 f.o.b. point of ship- 


ment, subject to a discount of 
two per cent for cash within 10 
days. A distributor who de- 
livers to dealer in the middle 
zone from his own stock may add 
75 cents to the eastern basic 
maximum, and for such de- 
liveries in the Far West may 
add $1.50 to the eastern maxi- 
mum. 


Light Bulbs Must Use 
Less Critical Material 


The War 
has ordered a reduction in the 
use of critical 
manufacture light 
bulbs, without proposing to cur- 
tail production of the bulbs. 
Substitutions ordered are not ex- 
pected to affect the efficiency of 
the bulbs, and include the use 
of brass-plated steel instead of 
brass for the bases, and the use 
of iron wire, plated with nickel 
and copper, for lamp leads, 
formerly made of a 50-50 com- 
bination of nickel and copper. 
Filament supports, formerly of 
an all-nickel alloy, must now be 


Production 


of electric 


HAND TOOLS PUT ON PRIORITY: 
A-10 OR BETTER REQUIRED 


Bureau 
AGE) 


(Washington 
of HARDWARE 


Hand service tools such as 


materials in the | 


chisels, hammers, metal cutting | 
| tinue to sell as heretofore on un- 


snips and shears, pliers, punches, 
screwdrivers and wrenches, which 
according to WPB Order E-6 
issued June 12, must not be sold 
by manufacturers on _ orders 
lower than A-10 ratings, must 
be procured and sold by retail- 
ers and distributors through the 
use of preference ratings. No 
producer of hand service tools, 
under the terms of the order 


Board | made of iron wire plated with 


nickel. Subject to those modi- 
fications, greater production by 
25 per cent is permitted over 
1940. 


PYRETHRUM USED IN 
INSECTICIDES PUT UNDER 
PRIORITY CONTROL 


Bureau 
AGE) 


(Washington 

of HARDWARE 
Pyrethrum, a floral derivative 
used in insecticides, was today 
placed under complete alloca- 
tion and end use control by 
General Preference Order M-179, 


cept those rated A-10 or higher. | 


This restriction applies only to 
sales by the producers. Distri- 
butors and retailers may con- 


rated orders, after they have 
filled all orders with ratings. 
In view of the restrictions im- 
posed on sales by producers, it 
will hereafter be necessary for 
distributors of hand service tools 
as well as retail stores purchas- 
ing directly from the producer 
either to have rated orders which 
they may extend to the producer 


may fill any purchase order ex- | or to apply for a rating for their 


AND WAR-TIME ORDERS 





Director of In- 
dustry Operations. 

The order provides that no 
pyrethrum may be _ delivered, 
immediately, 
express authorization of the Di- 
rector of Industry Operations. 
He also may direct the use to 
which pyrethrum may be put. 
Buyers certify to sellers 
the purpose for which they pro- 
pose to use the pyrethrum or- 
dered. Each producer, defined 
as any person “engaged in the 
importation or sale...or in pro- 
cessing ... to make any pow- 
der dust, extract, or other pyre- 
thrum-containing material,” must 
file with WPB on the 10th day 
of each month, beginning July, 
Form PD-591, reporting, among 
other things, the deliveries of 
pyrethrum he proposes to make 
in the succeeding month, and 
the amount he has available to 
deliver. 

Rotenone formerly the 
chief raw material used in in- 
secticides, but since it was put 
under allocation by Conserva- 
tion Order M-133, greater de- 
mands have been made on pyre- 
thrum, as a substitute. All U. S. 
supplies of pyrethrum are im- 
ported. 

No producer shall deliver, 
and no buyer shall accept de- 
livery, of pyrethrum if such de- 
livery will increase the buyer’s 
more than a 30 


issued by the 


effective without 


must 


was 


inventory to 
days’ supply. 


requirements, PD-IX, “Distrib- 
utor’s Application for a Pref- 
erence Rating.” 

Those producers who have 
previously sold their tools to 
the ultimate purchaser through 
branches or branch stores di- 
rectly owned and operated by 
them are excepted from the re- 
quirement that they sell only on 
orders rating A-10 or higher: 
such a producer may deliver 
toools without obtaining a rating 
subject to filling his rated or- 
ders as required by Priorities 
Regulation NO. 1. 
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(Washington Bureau 
of HARDWARE AGE) 


Issued on June 11, WPB’s Sup- 
plementary Limitation Order L- 
26-d is designed to assure the | 
delivery of essential equipment 
to the American farmer. Chief 
William R. Tracy of the Farm | 
Machinery and Equipment | 
Branch, said there have been 


many instances of such equip- | 
ment as domestic water systems 


and garden tractors being divert- | 
ed to non-agricultural activities. | 
Under the order no one may sell | 
any farm machinery and equip- | 
ment or attachments unless he | 
knows it will be used for farm- 
ing purposes. The restriction 


does not apply to orders bearing | 


WPB LIMITS UNRATED 
FARM EQUIP. SALES 


a preference rating of A-9 or 
higher. Repair parts are not 
covered by the order. 
Simultaneously WPB 
Amendment No. 3 to Preference 
Rating Order P-95 which relates 
to material for farm machinery, 
permitting deliveries of iron and 
steel to producers after June 30 
provided the iron and steel has 
been scheduled for rolling and 
rolling has actually begun on or 
before that date. The order pro- 


issued 


| vides an A-l-a rating to manu- 


facturers to obtain’ materials 
going into the production of cer- 
tain essential farm equipment 
and in its original form restricted 
ratings for material that was 
scheduled for delivery on or be- 
fore June 30. 


Uniform Classifications 


Adopted for Purchases 


The War Production Board has 
issued Priorities Regulation No. 
10 and a uniform classification 
system in order to trace the flow 
of materials in terms of “end | 
use” from primary producers to 
finished productions. This sys- 
tem is known as_ Allocation 
Classification. 

This new regulation requires 
“end use” numbers on all or- 
ders placed by manufacturers, 
fabricators, primary producers, 
etc., after June 30, 1942, and | 
on all orders which call for de- 
livery after July 31 regardless 
of when the orders are placed. 

Purchases made by wholesale 
distributors for resale to retail- 
esr are excluded from the Regu- 
lation but the orders placed by 
wholesalers should have the 
symbol “DP” on them.  Pur- 
chases by wholesale distributors 
for resale to industrial plants, 
government agencies, the Army, 
Navy, etc., must be identified as 
to “end use.” 

The WPB states: “All com- | 
panies required to use the Clas- 
sification should place the ap- 
propriate symbols directly on all 
their purchase orders if they 
know the classification for which 
the material they order is to be 
used. Intermediate users and 
suppliers who do not have this 
information should receive it, as 
the classification comes into gen- 
eral use, on the purchase orders 
addressed to them and should 
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transmit the symbols on_ their 
own orders. 

“The Classification itself is 
comparatively simple. Numbers 
from 1.00 to 23.00 have been 


| assigned to all major classes of 


military, industrial and civilian 
uses. These broad end use 
classifications are subdivided as 
necessary by the use of numbers 
after the decimal point. For ex- 
ample, class 11.00—communica- 
tions has under it subclass 
11.10 telephone, 11.20 radio, 
11.30 telegraph. The order of 
the numbers bears no relation 
to the relative importance of the 
use. 


BABY CARRIAGES TO USE 
LESS IRON AND STEEL 


WPB has issued an order in- 
tended largely to convert the 
manufacture of baby carriages 
from steel to other materials, 
requiring that they contain none 
of the more critical materials, 
and only a minimum of iron or 
steel. However, between now 
and July 31, baby carriages 
may be manufactured at the 
same rate as during the year 
ending June 30, 1941, with no 
restrictions on the steel used. 
This is to give manufacturers 
time to arrange for the use of 
wood or other substitutes. 

After Aug. 1 the amount of 
iron or steel permissible is defi- 
nitely regulated by the order. 








GREENLEE 





that stay sold. 
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Auger Bits—The Greenlee Line 
includes auger bits with all types 
of twists and heads to meet every 
need from cabinet work to electri- 
cal construction. All are made of 
high-grade selected steel with an 
accurately pitched screw, ample 
twist, with smooth, fast-boring 
cutting edges, and polished to a 
fine finish. 


en “ mi i 


Expansive Bits — Greenlee Ex- 
pansive Bits are made with a wide, 
-- throat that assures positive 
chip clearance and smooth, unin- 
terrupted boring. The popular set- 
fast bit shown here is easy to 
adjust, locks securely, and has a 
keen cutting edge. A plain type 
and a screw adjusting type are 
also available. 
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Built To Stay Sharp Longer and 
To Stand Up Under Long, Hard Use 


Today, the professional woodworker and home craftman demand tools 
that hold their cutting edges and that will withstand the wear of 
every-day use and provide years of service. You can be sure that 
even the most particular customer will be satisfied with the quality 
and dependable long life of Greenlee Tools . . . tools made by experi- 
enced, skilled craftsman from the highest grade materials, properly 
heat-treated and carefully finished. Check into the complete Greenlee 
Line today... tough, sturdy tools that are easy to sell and tools 


Chisels — There are Greenlee 
Chisels for all work from carpentry 
to cabinet making and from pole 
framing to tree surgery. These 
include the popular types of socket 
tools, the tang butt and firmer 
chisels, and the socket framing 
chisels. Greenlee Chisels are made 
with a uniform toughness that will 
hold a fine cutting edge through 
long hard use. 


Push Drills —Greenlee Auto- 
matic Push Drills are made with 
two styles of handles, either the 
hardwood or the transparent 
handle. The handles of both tools 
serve as magazines for eight drill 
points. The working parts of these 
tools are fully enclosed and are 
sturdily constructed to provide 
years of service. 


MANY OTHER TOOLS... other tools in the complete line of Greenlee 
Tools for the Woodworker, Electrician, and Plumber include spiral 
screw drivers, turning tools, gouges, draw knives, and a complete 
selection of boring tools. These tools can mean extra sales for you. 
Call on your jobber for details or write to us. 


Send For Free Copy of Greenlee Catalog 33 


GREENLEE TOOL CO. 








, 1807 HERBERT AVE. e ROCKFORD, ILLINOIS 
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Hard-driving workers are driving tools harder than ever 
today! The urgent need is for equipment that will stand up 
when the “pressure’s on” and continue to do good work 
despite hard use and manifold extra-duty assignments. 

Union Hardware “Champions” fill every need for a rug- 
ged, wear-and-tear resistant screwdriver for these significant 
reasons: Blades are forged from the toughest steel and care- 
fully tempered. Blade tips are ground square and to even 
thickness so that they engage in screw slots without side 
play or slippage. An exclusive construction feature gives 
“Champions” extra strength in the mid-section — where 
strength is needed most. The blade is shrunk into a solid 
malleable bolster which rests in a heavy ferrule, while the 
tang, which forms part of the bolster, enters and passes 
deep into the hard wood handle. 

“Champions” are available in five patterns (Regular, 
Cabinet, Electrician, Machinist and Special) and 25 blade 
lengths from the 11/,” Special to 30” Machinist. 

Call on your jobber to supply you with “Champions” 
and count on the 78-year-old Union Hardware name to 
defend your name when the call is for screwdrivers that 
must serve dependably beyond the call of normal service. 


HARDWARE COMPANY 
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PRIORITIES. 





AND WAR-TIME ORDERS 


PLUMBING HEATING 
REPAIRS EASED 


(Washington 3ureau 

of HARDWARE AGE) 
Installation of equipment call- 
ing for more material than that 
being replaced is permissible 
under the Plumbing and Heating 
Repair and Maintenance Order 
P-84, if the substitution is one 
of less critical material for that 
which is more critical. This is 
made clear by Interpretation No. 
1, issued June 1, which also de- 


| clares that the prohibition against 








the substitution “more extensive 
than that which is necessary to 
replace” worn-out or damaged 
parts does not mean that the 
identical part or parts must be 
replaced. 

Furthermore, installations call- 
ing for a different kind of equip- 
ment are not necessarily more 





extensive within the terms of the 
order, if the new parts do not 
contain a greater weight of metal. 
For instance, coal burning equip- 
ment is a permissible replace- 
ment for oil burning or gas burn- 
ing equipment. 

In explaining that a material 
less critical may be used for re- 
placement, the Interpretation says 
that “where steel equipment is 
replaced by cast iron equipment, 
the substitution is not ‘more ex- 
tensive’ even though the substi- 
tuted equipment be heavier than 
that replaced. Similarly, a sub- 
stitution of iron and steel equip- 
ment for copper of copper base 
alloy is not a ‘more extensive’ 
substitution even though the 
substituted equipment be heavier 
than that replaced.” 


Amend L-30 to Ease Production 
of Some Hardware Merchandise 


(Washington Bureau 
of HARDWARE AGE) 

Limitation Order L-30 was 
amended June 12 to encourage 
a return to the wooden pail and 
tub. The original order required 
q 30 per cent reduction in the 
use of iron and steel in the manu- 
facture of pails and tubs. This 
restriction was aimed chiefly at 
metal pails and tubs but its 
effect was to cut total production 
by 30 per cent. 

Amendment No. 3, is designed 
to bring back into general use 
the wooden pail and tub. It re- 
moves from the restrictions of 
the order any pail or tub which 
contains metal only in hoops, 
bails, ears and handles, provided 
the total weight of the metal 
does not exceed 15 per cent of 
the weight of the article. 

The amendment does not pro- 
hibit the further manufacture of 
metal pails and tubs. They may 
be produced, under the limits of 
the original order, until the end 
of June. But the unrestricted 
production of wooden pails and 
tubs is expected to result in a 
return to the wooden article. 

Limitation Order L-30 restrict- 





ed the use of iron and steel in 
carpet sweepers to 70 per cent of 
the amount of steel used in the 
base year. Amendment No. 3, 
issued June 12, permits unre- 
stricted production out of fab- 
ricated parts in a manufacturer’s 
stock prior to April 1, during 
the remainder of this month. 
After June 30, the use of any 
scarce material in the production 
of carpet sweepers is prohibited. 
Searce material includes iron, 
steel, tin, aluminum, nickel, cop- 
per and copper base alloy, chro- 
mium and lead. 

The original order also re- 
stricted the use of steel in cur- 
tain rods, fixtures and drapery 
attachments to 50 per cent of 
their use in the base period, with 
no production permitted after 
June 30. The amendment per- 
mits manufacturers to use up, 
during the remainder of the 
month, fabricated iron and steel 
that was in their inventory prior 
to April 1. Painted or enameled 
steel is regarded as fabricated 
under the terms of the amend- 
ment. The prohibition in the 
original order against production 
after June 30, is not changed. 
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Small Stokers Continue 
In Production Until Oct. 


The War Production Board 
acted to speed the conversion of 
oil-burning equipment to coal by 
permitting the assembly of 
small stokers from materials 
which were in manufacturers’ 
hands on May 31. Permission 
to assemble small coal stokers 
is contained in Amendment 1 to 
Limitation Order L-75. The 
original terms of the order 
ended the production of such 
stokers on May 31. The amend- 
ment, which was approved by 
the Office of Petroleum Co- 
ordinator and the Office of Solid 
Fuels Coordinator, permits the 
assembly until September 30 of 
small stokers composed wholly 
of fabricated parts in a manu- 





facturer’s physical possession on 
the former cut-off date. 

The Plumbing and Heating 
Branch estimated that about 
8000 stokers will be assembled 
under the terms of the amend- 
ment. 

All stokers have recently been 
released from the “freeze” pro- 
visions of Limitation Order L-79, 
making an estimated 70,000 units 
available for conversion  pur- 
poses. The possibility of allo- 
cating sufficient amounts of pig 
iron and scrap metal for the 
manufacture of grates is being 
studied. A number of foundries 
are already producing a special 
pattern of grate designed to fit 
all types of small furnaces and 
boilers. 


Advisory Committees Formed for 


Enameled Utensil, 


The formation of a porcelain 
enameled utensil industry com- 
mitee and hand saw industry ad- 
visory committee has been an- 
nounced by T. Spencer Shore, 
Chief of the Bureau of Industry 
Advisory Committees. 

Anthony F. Bisgood, Section 
Chief, Consumers’ Durable Goods 
Branch, is government presiding 
officer for the porcelain enameled 
utensil industry committee. Its 
members are: F. S. Earnshaw, 
U. S. Stamping Co., Moundsville, 
W. Va.; Ralph M. Fawcett, Re- 
public Stamping & Enameling 
Co., Canton, Ohio; D. S. Hunter, 
Enameled Utensil Mfrs. Council, 
Cleveland, Ohio; Frank E. Jones, 
The Jones Metal Products Co., 





West Lafayette, Ohio; W. F. 


Hand Saw Industries 


gua, New York, and W. J. Voll- 
rath, Polar Ware Co., Sheboygan, 
Wis. 

Government presiding officer 
for the hand saw industry is 
John L. Haynes, chief, Building 
Materials Branch. Committee 





members are: 

G. W. Dunnington, E. C. At-| 
kins & Co., Indianapolis, Ind.;| 
S. Horace Disston, Henry Disston| 
& Sons, Inc., Tacony, Philadel-| 
phia, Pa.; F. G. Acomb, Penn-| 
sylvania Saw Corp., York, Pa.;) 
James J. Dougherty, Central! 
Hardwood Co., Philadelphia, Pa.;| 
E. A. Todd, Simonds Saw &| 
Steel Co., Fitchburg, Mass.; H.| 
J. Bradbury, Ohlen Bishop Mfg.| 
Co., Columbus, Ohio, and Walter} 
C. Hecker, Curtis Saw Div., Cur- 


Lewis, Lisk Mfg. Co., Canandai- | tis Mfg. Co., St. Louis, Mo. 





The General Maximum Price Regulation 
HARDWARE AGE has secured a supply of Bulletin No. 2 





describing in simple, understandable language the various 
things retailers are required to do under the General Maxi- 
mum Price Regulation. This Bulletin explains in detail the 
steps for arriving at your ceiling prices; how to prepare your 
statement of ceiling prices and the statement of “cost-of-living | 
commodity” ceiling prices; illustrations of how to post those 
prices; a complete list of the “cost-of-living commodities’; 
records dealers are required to keep; how to make appeals, 
and other pertinent information. 

Dealers may obtain a copy of Bulletin No. 2 by addressing 
a request to the HARDWARE AGE Editorial Department, 100 
E. 42nd St., New York City. Please enclose a three-cent stamp | 
with your letter to cover the cost of mailing and handling. 
Requests will be filled as long as our supply lasts. 





DOWN THROUGH THE YEARS 


WITH 
The Bit of Least Resistance 


USSELL JENNINGS Auger Bits 
have enjoyed the popularity of 185 5 
fine craftsmen and skilled amateurs 

for 87 years. Down through these To 


years, this leadership has been main- 1 3 4 2 
tained and strengthened. 

Clean-threaded screw points, sharp spurs, keen lips and 
perfect body taper account for the ease of boring for 
which these efficient bits are noted. Micrometric sizing, 
followed by factory tests in hickory, insure uniform ac- 
curacy and dependability. 

Russell Jennings Auger Bits are distributed through 
hardware wholesalers and mill supply houses, subject to 
existing war regulations. 





d 


AUGER BITS 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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BLAD 


Here’s the original, 


it. And, it’s ready 
B 





SPEED UP SALES 
WITH THIS 


SILENT SALESMAN 
Order the fast moving 
Deal No. 1012 and get 


this all-metal Coun- 
ter Display FREE! It 
fives you sales mak- 
ing folders, as well, 
for your counter. 


Get to Know the 
Constant Sales 


Action in— 
WHALE AND VIKING 
BRAND HACK SAW 
FRAMES AND 
WHALE BLADES e 
COPING SAW 
FRAMES AND 
BLADES @ SCREW 
DRIVERS @ HAND 
DRILLS @ BAND 

SAWS 


SS ee 2S SF SS SS SS SC SSS SS SSS Bees eeaaa ae at 


ARCADE MFG. CO. 


1201 Shawnee St., 


yt 


HACK SAW 


“beat in” 


ES 


time-tested HY-FLEX BLADE . 


for delivery TODAY! 


lade is scientifically heat 


for 8” to 12” Blades. 





. of 
a special analysis, molybdenum steel as Forsberg produces 


Each Forsberg 
treated 
the guts that give these blades 
practically equal performance with high 
speed tungsten steel. 
checked for accuracy throughout every 
step of their manufacture, and given a 
tough bending pounds test before you 
get them for sale. If you want to promise 
longlife on stubborn cutting jobs, 
Forsberg HY-FLEX Blades and you'll 


deliver it. 


to 


They're gauged and 


offer 





A popular WHALE BRAND Hack Saw Frame 
for the machine shop mechanic and electrician. 
Adjustable 








Available Hardware 


In order to serve customers to the 
best of our ability we suggest that 
you write for a stock list of the num- 
bers on hand and those we are able 
to manufacture. 
We can furnish all items in the Ar- 


cade Hardware Line that have 


preference ratings. 


ARCADE 


HARDWARE & TOOLS 





seam | 


FREEPORT, ILL. 





PRIGRITIES 


AND WAR-TIME ORDERS 


Lift Ban On Use of Natural Resins 
Used In Some Paints and Finishes 


Bureau 
AGE) 


( Washington 
of HARDWARE 
Restrictions on the use of 
natural resins in the manufac- 
ture of playing cards, 
house paint, label varnishes, toys 
and farm equipment finishes were 
removed by an amendment to 
General Conservation Order M-56. 
The original restrictions were 
necessary because the then vis- 
ible demand far-exceeded supply. 
This situation is radically 
changed now, for 
placed on manufacture of many 
products by various other limita- 
tion and restriction orders by 
WPB have so far reduced gen- 
eral demand for natural resins 
that curtailment of end uses by 
M-56 is now considered unneces- 
sary. 


pencils, | 


restrictions 





Playing card finishes, toys, and | 
novelties use such small quanti- 


ties of resin that the WPB con- 
siders restrictions on their manu- 
facture unnecessary. Floor fin- 
ishes, interior house paints, porch 
and deck paints normally use 
large amounts of natural resins. 
The amount of linseed oil and 
other ingredients for these im- 
portant products is not sufficient 
to permit full production. Such 





shortages impose an effective ceil- 
ing on the amount of resins that 
are used. So that resins shall not 
be the bottleneck, and so that the 
fullest production of these pro- 
ducts within the supplies of other 
materials shall be obtained, the 
restrictions on use of natural 
resins are removed. 

The order as amended still 
prohibits the use of natural 
resins in barn paints, freight car 
paints, and road marking paints 
(except that % pound of Batu 
gum per gallon may be used in 
road marking paints). These 
items are relatively non-essential, 
use large quantities of natural 
resins, and can be made equally 


| well with cruder materials. 


The amendment has the practi- 
cal effect of nullifying M-56 ex- 
cept for the restrictions indicated 
in the preceding paragraph. The 
order, as amended, specifically 
does not put any ceiling on the 
use of natural resins, because the 
WPB wishes to encourage the 
widest use of natural resins as a 
substitute or extender for shellac 
and waxes where the more criti- 
cal synthetic resin would be re- 
quired otherwise. 


Use of Tin Cut Another 10 Per Cent 


To provide additional tin for 
the urgent need of military 
operations and civilian food 
supply, tin used in non-critical 
products will be cut another 10 
per cent, effective July 1, 1942. 
This reduction, plus certain 
others are contained in an 
amended version of Tin Conser- 
vation Order M-43-a. 

Use of tin in some 29 types 
of products (those on list “A”) 
is forbidden as in the original 
order. Some of those products 
are broom wire, chimes and 
bells, galvanizing, household fur- 
nishings and equipment, kitchen 
equipment (including cutlery 
and tableware), except aritcles 
for food preparation; refrigera- 
tor trays and shelves, and toys 
and games. 

All other products except 
those covered by other specific 
WPB orders, may, after July 1, 
1942, use only 30 per cent of 
the amount used in the cor- 
responding quarter of 1940. 





Until June 30, 1942, 40 per 
cent of the 1940 amount may be 
used. 

The restrictions in the above 
paragraph do not apply (where 
substitutes are impracticable) 
to manufacture of products car- 
rying a preference rating of 
A-l-k or higher; to bearing 
metals produced with a rating of 
A-3 or higher; to the manufac- 
ture of terne plate and tin plate 
under the terms of order M-21-e, 
or to certain kinds of solder for 
cans and containers under Or- 
ders M-81 and M-86. 

To avert an unnecessary hard- 
ship the order permits tinning of 
dairy implements (as defined in 
the order). It also permits tin 
to be used in blasting caps for 
mineral extraction; babbit for 
repair of certain diesel engines, 
and repair and maintenance of 
ships for which a preference rat- 
ing has been assigned by the 
Maritime Commission under PD- 
300. 
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Preference Rating Extension Simplified 


The use of preference ratings | for replacement of materials in 


will be simplified and standard- 
ized by the terms of an amend- 
ment to Priorities Regulation 
No. 3, announced by the Director 
of Industry Operations. Effective 
July 1, any preference rating, fo 
matter how it has been assigned, 
may be applied or extended by a 
single form of certification, which 
states merely that the purchaser 
certified to the seller and to the 
War Production Board that he is 
entitled to use the preference 
ratings indicated on his purchase 
order, in accordance with the 
terms of Priorities Regulation 
No. 3. 

Provisions of existing orders 
which require a purchaser to 
furnish his suppliers with copies 
of preference rating orders or 
other special certifications are 
all rescinded, except for the spe- 
cial provisions of Priorities Reg- 
ulation No. 9 with respect to the 
application of preference ratings 
for certain types of exports. This 
change does not, however, effect 
any provision of existing prefer- 
ence rating orders which limits 
the kinds of material which may 
be obtained by use of the as- 
signed ratings, or which requires 
specific information on purchase 
orders. 

In addition to the standard 
certification, orders on which a 
preference rating is applied or 
extended after July 1 must also 
include the identification symbols 





required by Priorities Regulation | 


No. 10, which 
Allocation Classification system. 


established the | 


The amended Regulation No. 3 | 
restricts extension of preference | 
ratings, in most cases, to material | 


which will be delivered to, or 
physically incorporated in a pro- 
duct delivered to the person to 
whom the rating was originally 
assigned, or which will be used 
to replace in inventory materials 
so delivered, subject to definite 
limitations. A rating may not be 
extended to replace materials in 
inventory except to the extent 


necessary to restore the inventory | 


to a practicable working mini- 
mum. No rating higher 


than | 


inventory, even though the order 
for which the materials were 
used may have carried a higher 
| rating. 

| A “basketing” 
mits the simultaneous extension 
of ratings which have been as- 
signed by different preference 
rating certificates or orders on a 
single purchase order. When rat- 
basketed in this 
rating may be ex- 


provision per- 


ings are 


| 
| way. 
| the lowest 


| tended for the whole order, or 
| the various items in connection 
with which the ratings are ex- 


tended may be listed separately, 


to each. 

Special provision is made for 
small manufacturers not operat- 
ing under the Production Re- 
| quirements Plan. Such producers 
may extend ratings to deliveries 
of operating supplies including 
lubricants, small perishable tools. 
etc., which are required and will 
be consumed in filling the rated 
order which they are extending. 
but the cost of such operating 
supplies must not exceed 10 per 


cent of the cost of the materials | 


to which the rating is extended 
and which such supplies are used 
to process. Not more than 25 per 
cent of the operating supplies 


obtained in this way during any | 


month may be metals in the 
forms described in the 
List of Priorities Regulation No. 
‘ll. 
Class I Producers as defined 


in Priorities Regulation No. 11 


Metals | 








with the corresponding applied | 


| 





| 


large users of metals required | 


to apply under the Production 


Requirements Plan — are _pro- 
hibited from extending ratings 


for any purpose after July 1. 
They must file PD-25A applica- 
obtain their materials 
requirements, and they may ap- 
ply only ratings assigned on their 
PRP certificates or ratings speci- 
fically assigned to them for con- 


tions to 


struction or acquisition of capital 


items. Ratings assigned on PRP 
certificates, like all other ratings. 
will be applied by the standard 
form of certification prescribed 


A-l-b may be assigned to orders | by the amended Regulation No. 3. 


Rotenone May Not Be Used 


as Germicide for Citrus Fruits 


Rotenone may be used as an | 


insecticide in the treatment of 
cattle for grubs but may not be 
used as a germicide for citrus 
fruits by the terms of an 
amendment to Conservation Or- 
der M-133, except by specific 


authorization of the Director of 
Industry Operations. While it 
may be used as a spray, wash, 
or dust for the treatment of 


cattle to destroy grubs, it may | 


not be used for usual cattle in- 
secticidal purposes. 










No wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 


PHOENIX 
Ever Ready 


PHOENIX 
Toed and 
Heeled 


JUNIATA 


Short Heel 


Hind 


Horse 
Shoe 





s 
Made in Front and Hind 
in Extra Light, Light, 
and Snow pattern. 





SWEETS 
Toe Calks 


PHOENIX 


Noiseless Mule 








JUNIATA 
Light Mule 


Blunt 





Country Pattern 





PHOENIX 















Note High ; 
inner Rim — 
. . Horse 
= Leading jobbers every- Shoe 


where distribute Phoenix 
and Juniata horse and 
mule shoes on an es- 
tablished policy through 
tegular trade channels. 


Front 
Polo 










Phoenix also manufactures Turned Heel shoes, Sport 
shoes, Hooks and Shuts, Spuds, Drop Forged Welding 
and Slip-On Flanges, Commercial Forgings, and other 
similar items. 


PHOENIX MANUFACTURING COMPANY 


Catasauqua, Pa., 


Joliet, Illinois, 











New and Improved Merchandise—Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


Plastic Flower Sprayer 
“Harco” features a streamlined 

bottle cap, pump handle, and nozzle 

connection of colorful plastic “Tenite.” 





These molded parts are said to be rust- 
proof, non-tarnishing, and virtually un- 
breakable. The “Tenite” cap is de- 
signed to fit standard quart Mason 
jars, and the sprayer may be readily 
transferred from one jar of liquid to 
another. May be used for potted plants, 
seedlings, and shrubs. Germain Seed 
& Plant Co., 747 Terminal St., Los 
Angeles, Calif. 


Shopping “Van” 

“Victory Van”—consists of a 19 by 
24 in. bag of navy blue “Fabrikoid” 
pyroxylin coated fabric, a du Pont ma- 
terial with leather-like graining. The 
bag is hung on a hardwood maple 
frame mounted on two bright red 
wheels. The only metal used is for 
the cotter pins that attach the wheels. 
The bag is said to hold as much as 80 
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lbs. of groceries and may be removed 
from the frame for filling. Washable 
surface can be kept clean by wiping 
with a damp cloth. When stationary, 
van is held in upright position by a 


back-rest which is looped to the frame 


for wheeling. Lightweight frame makes 





van easy for carrying under the arm 
or by the handle. Pearl Wick Corp., 
27-50 First St., Astoria, L. I, N. Y. 


“Blackout” Ventilation 


Ilg Electric Ventilating Co., 2850 N. 
Crawford Ave., Chicago, IIl., offers 
Bulletin No. 304, entitled “Blackout 
Your Windows But Not Your Ventila- 
tion.” The bulletin features a typical 
solution which has been engineered on 
the west coast. 


“Ceiling Price” Stickers 
Avery Adhesives, Los Angeles, Calif., 

has developed this special ceiling-price 

sticker. It may be quickly applied 





without moistening, adheres perma- 
nently to any smooth surface yet is 
easily and quickly peeled off without 
scraping or tearing, maker states. 


Hardware Catalog 


The Gates Hdwe. & Supply Co., 
wholesale firm of Tulsa, Okla., has 
issued the 12th edition of its general 
hardware catalog covering mechanics’ 
hand tools; agricultural tools; build- 
ers’ hardware and materials; paints 
and paint supplies; miscellaneous and 
heavy hardware; kitchen items and 
metal ware; stoves and accessories; 
electrical goods; cutlery; clocks and 
watches; explosives and sporting goods, 
and household equipment. Each of 
these departments is separated into a 
separate section and made easily avail- 
able by an index tab. 
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Tenalite Handled Cutlery 
matched _ black 


“Universal” new 


“Tenalite” handle kitchen cutlery. The 
molded ‘sanitary handles are non-in- 








| 
} 
L 


flammable and will not chip, crack or 
become loosened, maker states: Sets of 
four or five including paring knife, 
slicer, cooks’ knife, ham slicer, are 
packed individually in attractive blue 
and gray boxes. Items may be pur- 
chased individually. Landers, Frary & 
Clark, New Britain, Conn. 


“Vulcanizing” Patches 
for Darning 


These are ready-made patches which 
are “vulcanized” over the hole with a 
flatiron. Paddle is inserted in the article 











to be darned and the worn part is 
spread over a small raised disk. Then a 
patch of matching color is placed over 
the hole and pressed in place. Patches 
are available in various sizes and many 
colors. The “No-Darn” kit retails for 
$1.00 and includes the paddle, a sup- 
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ply of assorted knitted patches for sock 
and stockings, broadcloth patches, 
broadcloth mending tape and_broad- 
cloth identification tabs. Each kit 
packed in a display envelope. Deal- 
er’s discount 33 1/3 per cent. No-Darn 
Co., 219 W. Chicago Ave., Chicago, III. 


Wire Products 


The Newark Wire Cloth Co., 351- 
365 Verona Ave., Newark, N. J., has 
issued a handbook of information on 
“Newark” woven wire screen and wire 
products. Identified as Catalog C, this 
reference book contains information 
such as a glossary of terms; instruc- 
tions on how to compute mesh, space, 
open area; illustrations of weaves and 
a section on selecting, ordering, and 
testing. 


Basement Waterproofing 


“Drye” — for waterproofing — base- 
ments, cisterns, and other underground 
structures. May be applied on the in- 
terior or exterior. Leaves a dark 
brown coating which may be covered 





with a cement wash or other kind of 
paint. Weather Seal Co., 10 E. Pearl 
St., Cincinnati, Ohio. 


Combination Garden Tool 


“Allinwon Gardener”—by a simple 
adjustment may be converted to per- 
form the functions of seven different 
tools —rake, hoe, shovel, broadhoe, 
cultivator, weed digger and_ cutter. 
D. E. Sanford Co., 1049 S. Hill St., 
Los Angeles, Calif. 











Looking 


for a 





Hardware | 


Store ? 








Tue place to find it 
is under the heading of 
Business Opportunities 


in the Classified Oppor- 





tunities Section of the 
regular issues of Hard- 
ware Age. | 
By watching the for-sale | 
ads you'll be reasonably 
sure to secure a good ~ 
paying business at a fair 
price or better still, let 
the trade know the kind 
of a store you are look- 


ing for. 
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Classified Opportunities Dept. 
100 East 42nd St., 


New York City 
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* Wars are waged today with 
vast quantities of fighting ma- 
chines — huge guns, tanks, 
planes and other equipment. 

To produce and maintain such 
equipment, Vichek tools are be- 
ing used in enormous quantities. 

In war, as in peace, we 
pledge that Vichek tools will do 
their part. 


THE VLCHEK toot co. 


3001 E. 87th St *® Cleveland, Ohio 


WHAT 


Plastic Flush “L” 


Critical metals are conserved by a 
new flush elbow for connecting the tank 
to water closets. The one-piece mold- 


| 








ing of the Flush “L” in tough re- 
sistant plastic, is claimed to provide 
the utmost strength and resistance, with 
lightness. It does not break, crack nor 
dent in the usual packing and handling 
with tools; is leak-proof, impervious to 
water, iron, lime, sulphur, brine, or 
any other water content; is absolutely 
non-corrosive, invincible to electrolysis, 
and lasts indefinitely, maker states. It 
is solid pure porcelain—like white 
odorless plastic with a smooth enamel- 
like finish inside and out. There is 
no enamel, paint, nor plating to chip, 
crack, peel-off, or tarnish. The new 
flush “L” is available in size 4 in. by 
6 in., 2 inches outside diameter. Can 
be easily cut to shorter lengths on the 
job, without special tools. Packed in 
individual cartons. American Molded 
Products Co., 1753 N. Honore St., Chi- 
cago, Ill. ' 


Substitute Materials 
Used in Tennis Ball 


Tennis balls made entirely of substi- 
tute materials and containing no crude 
rubber are now being manufactured by 
Pennsylvania Rubber Co., Jeannette, 


Pa. The new ball has a fluffy, all- 








SHEW 





wool cover similar to that provided for 
the past several seasons on the com- 
pany’s “Championship” balls, and will 
be pressure-packed in metal containers. 


Market Basket 


To be used by housewife in shopping. 
Made completely of wood and _ fibre 
and does not contain any steel. Length 
is 17 in., width, 10% in., depth, 22% 
in. Finish is maple stain. Suggested 





retail selling price from $3.50 to $3.98. 
F. A. Whitney Carriage Co., Leomins- 
ter, Mass. 


“T her-Mo-Pack”’ 


Keeps liquid or food hot or cold by 
placing it in a fruit jar which is then 
placed in the “Ther-Mo-Pack.” It is 





used the same as a vacuum bottle or 
jug. Suggested retail selling price, 60 
cents. Lawrence A. Lockwood Co., 232 
E. Erie St., Chicago, II. 
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Drip-Type All-Glass 
Coffee Brewer 


“Speed-Stir” a new drip-type, all- 
glass coffee brewer according to the 
maker brews eight cups in less than 





five minutes. Because filtration takes 
place rapidly, no reheating is neces- 
sary before serving, it is claimed. 
Newly designed is the cone shaped filter 
cloth to assure coffee, free from grounds 
and sediment. Coffee and water can 
be stirred in the upper bowl for thor- 
ough infusion. Theg “Speed-Stir” is 
made with “Pyrex” brand glass parts. 
Has plastic handle. Because it uses 
no strategic materials, “Speed-Stir” 
will be available for continuous sale 
during the coming months maker 
states. Hill-Shaw Company, 311 N. 
Desplaines St., Chicago, III. 


Putty Selector 
The Biddle Co., 612 S. Main St., St. 


Louis, Mo., has issued a “Master 
Glaziers Putty Selector” to help selec- 
tion of the correct putty or glazing 
compound for each particular job. 


Insecticide Display Carton 


This new colorful display carton for 
“Gator Roach Hives” is offered by the 
De Sota Chemical o., Arcadia, Fla. 
In addition to the fact that this new 
carton provides better display for the 
product and takes up a small amount 
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of counter space, it carries a new sales 
message pointing out that the product 
kills waterbugs, silverfish, and crickets 
as well as roaches. 


Blackout Control 


Permits illuminated store window 
displays, outdoor signs, and protective 
night lighting to remain in operation 
in districts where blackout regulations 
are in effect. The photoelectric switch 
is located so that it views a centrally 
controlled street lamp. When the street 
light is turned off, “Photoswitch” turns 
off the illumination which it is control- 
ling. Illumination is resumed as soon 
as the street lights are again put into 
operation. A variation of this switch 
has been developed for sounding an 
internal alarm in the event of an ait 
raid. The “Photoswitch” control is de- 
signed to operate independently of a 
momentary flickering of a street lamp. 
and also of ambient light conditions. 





The switch operates from a supply of 
115 volts a.c. and controls in its out- 
put 20 amperes at 115 volts. Models 
available for d.c. operation. List price, 
$81.50 for operation over a_ 100-ft. 
range; $49.50 for 20-ft. range. Dis- 
counts for quantity and resale pur- 
chases supplied on request. Photo- 
switch, Inc., 21 Chestnut St., Cam- 
bridge, Mass. 


Consumer Booklet 
on Bicycle Care 


A new booklet issued by the Shelby 
Cycle Co., Shelby, Ohio, titled “How to 
Take Care of Your Bicycle,” attrac- 
tively illustrated and printed in colors, 
is closely timed to the war crisis. It 
covers bicycle and tire care, tips on 
riding comfort and ease, and safety 
hints. A new poster is also available 
for use in dealers’ windows, announc- 
ing the free booklets. Dealers will be 
sent a reasonable supply of the booklets 
by writing to the company. 












Hussctseds Neca! 
BEREA 
ABRASIVES... 








Never before has such « prof- J 
itable market existed for Berea 
Abrasives. Old tools must be kept in good shape . . 
Berea Abrasives items are the means 
5_of doing it easily and econcmiectiyy 





ERS 
— The Monarch Bench Grinder 


carries a low retail price. Here is real shar- 
pening efficiency. 






Contractors need rubbing bricks on ail 
form work. You will sell » lot of them. 














ee cu ate cut like new after Beres 


scythe stones ére used. 


Grinding Wheels 
are hard to get. 
We have them! 


Knife sharpeners 
like these snap up 
kitchen work 


FREE! The new Beres Catalog and 
Merchandiser No. 22. Send for it! 
Write us at 1134 Builders Exchange 

Building, Cleveland. 











CLEVELAND 


ABRASIVES 





” For Your Profits Sake!” 
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Best «- 
BETTER BRAND 


MOUSE AND RAT TRAPS 





McGill Metal Products Co. 



















* Stewart Chain 
> Link Wire Fences 
are built to meet all 
requirements from 
low lawn types to 
high industrial 
fence with barbed 
wire overhang ar- 
rangement. 





















Other Stewart <= 
Products, Wire 

Window Guards. my 
Wire Mesh Par- <i 
titions. Steel Fold- * 
ing Gates. Machin- 4 
ery Guards. Chairs. ¢ 
Settees, etc. 
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Send Stewart your inquires for fence, 
ates, and all types of metal specialties. 
Lirorature is available on all Stewart 
products. When writing please mention 
literature in which you are interested. 





THE STEWART IRON WORKS CO., INC. 
937 Stewart Block. Cincinnati, Obie 
Fence Builders to America Since 1886 
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EDWARD L. RYERSON 


NE HUNDRED years ago, No- 

vember, 1842, an “iron store” 
established in a country town was 
the beginning of an _ organization 
which now celebrates its centennial 
as one of America’s largest steel-ser- 
vice organizations, Joseph T. Ryer- 
son & Son, Inc., Chicago, Ill. In the 
years that followed, the “Pittsburgh 
Iron Store” on the banks of the 
Chicago River grew from a small 


iron store to a nation-wide service . 


with 10 key-city plants that measure 
floor space in acres, spur trackage in 
miles, and annual shipments in 
many thousands of tons. 

Even in 1842 the name of “Ryer- 
son” was no stranger to the iron 
business for back in 1750, members 
of the Ryerson family were develop- 
ing iron ore deposits in northern 
New Jersey; making pig iron from 
ore found on property owned by a 
syndicate, of which George Ryerson 
was a member. During the Revolu- 
tionary War, Ryerson mines and 
forges furnished some of the iron 
used in the chain which blockaded 
the Hudson River at West Point. 

Within six months of the opening 


The Ryerson 


of the first store, new and larger 
quarters were rented. And just two 
years from the founding of the busi- 
ness, Joseph T. Ryerson erected a 
two-story brick warehouse in what 
is now Chicago’s Loop, where he 
added to his stock of nuts, bolts, 
strap bar and sheet iron by install- 
ing a line of hardware. By 1852, 
Chicago had grown from 6000 to 
more than 30,000 population and an- 
other Ryerson expansion came when 
a dock site was purchased on what 
is now Chicago’s Wacker Drive. 


The Chicago Fire 


The Chicago fire brought total de- 
struction to the Ryerson property but 
immediately a new stock was or- 
dered and business carried on at a 
temporary location while a new store 
was being built. In 1882, as Joseph 
T. Ryerson’s life was drawing to a 
close, a new three-story building 
with larger space was built north of 
the Chicago River on Milwaukee 
Avenue. 

The increasing tempo of the steel 
industry brought about the incorpo- 
ration of the business in 1888 as 
Joseph T. Ryerson & Son, Inc., un- 
der Joseph T. Ryerson’s son, Ed- 
ward L. Ryerson. And a few years 
later the company moved to a tract 
covering about 21 acres at 16th and 
Rockwell Streets, its present Chi- 
cago location. 

As different kinds of steel were 
produced, or some manufacturer re- 
quired a special steel, it was the 
Ryerson policy to have that steel in 





Remains of the early Ryerson forge which was built about 1750 near 
Bloomingdale, N. J., and which operated until about 1830. Part of the 
famous chain which spanned the Hudson at West Point was built here. 
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Centennial 
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stock. By maintaining a close con- 
tact with both the makers and users 
of steel, the Ryerson business pro- 
gressed to the point where the stock 
of the steel carried at that Chicago 
plant at one time was greater than 
the combined warehouse stocks of 
any other three cities in America. It 
was then that Ryerson, serving cus- 
tomers throughout the nation, began 
to branch out geographically. 

In 1914 the W. G. Hagar Iron Co. 
of St. Louis was purchased.’ Addi- 
tional warehouse space with en- 
larged switching and shipping fa- 
cilities was soon built. Electric 
traveling cranes and cutting ma- 
chines were added to the equipment. 
This first branch plant became the 
forerunner of a city-by-city expan- 
sion which was to continue for 11 
years—Jersey City in 1915; Detroit 
in 1916; Buffalo in 1919; Cincinnati 
in 1923; Milwaukee in 1924; Boston 
in 1926; Cleveland in 1927, and 
Philadelphia in 1929. 

Just as Joseph T. Ryerson in the 
1840’s handled hardware to provide 
his customers with tools for working 
their iron, so today an important de- 
partment of Ryerson distributes a 
varied line of metal working ma- 
chinery. 

Constant metallurgical research, 
both in Ryerson laboratories and in 
conjunction with steel mills and 
manufacturers, has brought about 
the development of the “Ryerson 
Certified Steel Plan,” a plan for 
quality control which accurately 
identified steel; certifies it as to 
quality and provides a statement of 
physical and chemical properties. 
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Exorbitant freight rates and impassable roads of 1842 prompted Joseph 
Ryerson to locate his Chicago Iron Store on the river front handy to 
the shipping. Most of the iron in those days came from Pittsburgh, and 
it was only natural that the sign should read “Pittsburgh Iron Store.” 


The company also has a special plan 
for alloy steels that includes the se- 
lection of entire heats of steels that 
meet the Ryerson specifications; the 
testing and heat treatment of bars 
from each heat, and positive identifi- 
cation of each bar. A chart is fur- 
nished with each shipment of alloys 
to give accurate chemical and physi- 
cal properties, heat treatment re- 
sponse, etc., as a guide to proper 
heat treatment. 

















Ryerson’s chairman of the board 
today is Edward L. Ryerson, grand- 
son of the founder, who is also chair- 
man of the board of the Inland Steel 
Co., now its parent company. His 
brother, Joseph T. Ryerson, who 
served as president of the Ryerson 
company during the first World 
War, continues as a director of the 
Inland company. Everett D. Graff. 
veteran steel executive and 35 years 
with the firm, is its president. 








Help 


Today, there is a huge and very 
| active demand for home repairs— 
an estimated three billion dollar, 
annual market. The Dealer who 
goes after his share of this busi- 
ness will serve his community and 
help himself. 





| For capitalizing the repair and 
| maintenance needs of your cus- 
| tomers, CAREY backs you with a 
| line of building products per- 
fected through long experience 
and scientific research .. . all na- 
| tionally known and accepted for 
| their outstanding quality and low- 
| cost service. Write for additional 
information. Address Dept. 66. 


THE PHILIP CAREY MFG. COMPANY Lockland, Cincinnati, Ohie 
DEPENDABLE PRODUCTS SINCE (873 
In Canada: The Philip Carey Company, Ltd. 
Office and Factory: Lennoxville, P. Q. 


PRODUCTS 


YOU WEATHER 
THE WAR EMERGENCY 










ROLL ROOFINGS 


Complete line of ready-to-lay 
Roll Roofings. Various weights 
and finishes. 


HOME INSULATION 


Loose, granulated, 
bats and sealed roll 
blankets. 


ASPHALT SHINGLES 


INDIVIDUAL 
AND STRIP 
Available in wide 


range of colors in- 
eluding beautiful 
biends. 








"Tri-Tone Blend" Strip Shingle 
(Asbestos-Cement) 
Individual shingle 
effect preduced by 
texture, celor-tone 
and staggered butts. 


ROOF COATINGS 
Put extra years of safe, de- 
pendable service in worn, 
eracked rosfing. Easy to apply. 
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Jack screws—By request of the 
U. S. Bureau of Standards, manufac- 
turers of standard cast jack screws have 
simplified the sizes, hereafter to be pro- 
duced, eliminating 11 “top” and “bot- 
tom” sizes from each of the groups 
1%, 1%, 1%, 2 and 2% inch. Prices 
remain unchanged. 
oo am + 
War bicycle prices — Price 
ceiling control has been placed on war 
model bicycles, now relied upon to 
solve much of the nation’s short-haul 
transportation problem. While they can 
be purchased only under rationing reg- 
ulations, maximum prices for this stand- 
ardized type have been established by 
O.P.A. regulation No. 158, effective 
June 12. In the east, the highest retail 
price that a dealer may charge for this 
model is $32.50; in the middle-west, it 
is $33.50; and in the far western zone, 
$34.50. Special provision allows re- 
duced prices for mail-order sales, where 
strictly f.o.b. the seller’s point of ship- 
ment. 
* . € 
Lawn supplies—Recent heavy 
rains are bringing a greatly increased 
demand for lawn mowers, grass hooks 
and shears, and for scythes. There is 
doubt whether the limited supplies can 
last the season, and certainly the 
chances for carry-over will be scant. 
A corresponding easing in the demand 
for hose and hose fittings is natural. 
Substitute materials are rapidly making 
their appearance in hose nozzles, 
sprinklers, etc., with plastics and plated 
iron or steel substituting completely for 
brass. A leading distributor of lawn 
seed is already soliciting business for 
shipment after next Jan. 1, at present 
prices. Advances are possible later, 
however, when more is known as to the 
erop conditions on the limited varieties, 
such as Kentucky Blue Grass, Red Top 
and White Clover. 
oe © a 


Anti-freeze alcohol — O.P.A 
issued a warning, June 8, that by mid- 
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June maximum prices for alcohol anti- 
freeze would be established at levels 
substantially below those charged by 
some manufacturers. A new regulation 
was promised, to hold manufacturers’ 
carload prices to levels as low as 69 
cents per gallon for high-co:t alcohol 
anti-freeze, in drums with containers 
included. This ceiling would effect ap- 
proximately a 10 cent per gallon de- 
cline under the basis recently charged. 
The regulation also plans to set maxi- 
mum retail prices at about 35 cents 
per quart for the higher-cost alcohol 
anti-freezes, and about 25 cents per 
quart for the lower cost mixtures. The 
schedule will also cover ethylene-glycol 
anti-freeze solutions. On June 12, U. S. 
Industrial Chemicals, Inc., announced a 
10 cent per gallon wholesale decline in 
the carload quotations on Super-Pyro. 





Declines 


One anti-freeze compound. Cotton. 





Glass cooking ware—A lead- 
ing maker has notified wholesale dis- 
tributors of its difficulty in obtaining 
necessary machinery for added produc- 
tion to meet the increased demand. It 
is also sharply limited in the amount 
of iron and steel usable for the metal 
bands, for handle attachments. Every 





effort is being made to increase produc- 
tion, but for the present the company 
is accepting no further orders for heat- 
resistant ware from any distributor. It 
will ship against present back-orders, 
on an allotment basis. Any regular dis- 
tributor with no unfilled orders due, 
will be notified and given an opportu- 
nity to order his allotment. Effective 
June 15, its percolators are being 
shipped with “baskets” made entirely 
of glass, instead of with glass sleeve 
and stainless steel bottom. 


” 








Advances Rescinded 


Leading makes of soap. 





Enamel ware standards—A 
new commercial standard assuring the 
quality of enameled ware has been pub- 
lished by the National Bureau of Stand- 
ards, effective Sept. 30. The purpose 
is to bring about agreement between 
manufacturers and distributors so that 
the label will serve as a guarantee of 
standard quality. The new standard 
covering “multiple- coated porcelain 
enameled steel utensils,” lists require- 
ments for enameled utensils for cooking, 
household, food storage and _ hospital 
use. It includes specific limitations on 
impact and acid resistance and resist- 
ance to thermal shock, requirements 
and tolerances for capacity, dimensions 
and thickness of base metals. 





The General Maximum Price Regulation 


HARDWARE AGE has secured a supply of Bulletin No. 2 describing in 
simple, understandable language the various things retailers are required 
to do under the General Maximum Price Regulation. This Bulletin explains 
in detail the steps for arriving at your ceiling prices; how to prepare your 
statement of ceiling prices and the statement of “cost-of-living commodity” 
ceiling prices; illustrations of how to post those prices; a complete list of 
the “cost-of-living commodities’; records dealers are required to keep; how 
to make appeals, and other pertinent information. 

Dealers may obtain a copy of Bulletin No. 2 by addressing a request to 
the HARDWARE AGE Editorial Department, 100 E. 42nd St., New York City. 
Please enclose a three-cent stamp with your letter to cover the cost of 
mailing and handling. Requests will be filled as long as our supply lasts. 
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Prices Reaftirmed 


Jack screws. Well points. 
One line lawn seed. 





Farm and garden tools, etc. 
-The Victory garden movement brings 
a large and late demand for hand tools, 
and for cultivators and weeders. On a 
number of these, manufacturers have 
found themselves unable to provide the 
necessary replacement supplies. The 
simplified items now available in shov- 
els, spades and scoops are causing 
relatively slight difficulty in their sub- 
stitution. Many distributors have felt 
that the old-time variety was much too 
great, and welcome the shortened lines 
and plainer finishes. Extremely heavy 
Spring rains in many sections have 
forecast a heavy crop of hay and other 
fodder. Manufacturers and jobbers are 
expecting a great run on hay carriers 
and haying tools, that it will probably 
be impossible to completely supply, 
with manufacturers under restricted 
quotas. A scarcity of galvanized sheets 
for poultry supplies is not only forcing 
the use of black or painted sheets for 
many parts, but promises to bring into 
use fiber or other composition substi- 
tutes for feeders, brooder canopies, etc. 
New supplies of well points now reach- 
ing the trade are made with steel jack- 
ets instead of brass jackets—the former 
alone being available after present 
stocks are used up. Prices remain the 
same. Difficulty is forecast in supplying 
the demand for agricultural tool han- 
dles, whose manufacturers are handi- 
capped in getting their ash timber cut 
and shipped, because of labor diversions 
to the army or to industry. 
* * & 

Golf club situation—Manufac- 
turers have been given an additional 
month (through June) in which to 
manufacture golf clubs from stocks of 
iron or steel actually fabricated by 
them into parts, prior to April 9. The 
original order required all production 
to cease May 31, but continuance 
through this month now will avoid the 
waste of parts on hand. 

a 

Vacuum bottles—Vacuum bot- 
tle manufacturers are substituting fiber 
kits for their former metal lunch kits, 
and they very shortly will start to use 
a fiber jacket on the low-priced pint 
and quart vacuum bottles, then to be 
known as “Victory” bottles. 

* * aE 

More rubber saving — An 
amendment to the rubber conservation 
order, effective June 12, is expected to 
save an additional 300 tons or more, 
annually, This amendment, No. 6, re- 
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Another 

RB &W Business-Builder 
...to build strength 
into your business 





The Government has declared that 
farming is a vital industry and that it is 
essential that farmers keep their equip- 
ment in good repair. RB & W must and 
will make Empire brand PLOW BOLTS 
available to the farmers through you, 
our distributors. 

Whatever the priority rating on Plow 
Bolts may be, RB& W will give you the 
best possible service, and your farming 
customers will appreciate the service you 
will be able to give them. 





RB&W’s 
BUSINESS - BUILDING 
PROGRAM 
FOR DISTRIBUTORS 


EMPIRE 





J, PRODUCT suGcEsTIONs — broadening 
* your war-time sales opportunities. 


2, NATIONAL ADVERTISING—building your 
* future market for RB & W products. 


3 INFORMATION SERVICE — answering 
* your war-time sales and priority 
questions. 





Qe 





AND ALLIED FASTENING PRODUCTS...SINCE 1845 














MAIL BOX PLATES 














Federal Specification FF-H-I11 Type 
B1228A wrought steel. Flap closes by 
spring action. Beveled plate 3" x 10". 
Opening 1'/2" x 8". Made in U.S. 18A 
finish for defense housing contracts. 


SHELBY SASH LOCKS 





Made of durable wrought steel in U. S. 
18A and Shel-B-Brite finishes. Lock base 
I" x 2-9/16". Strike base 11/16" x 
1-9/16". 


SHELBY BUILDERS’ HARDWARE 


Superior Quality for 44 Years 


THE Aa lyolby_e 
¢’ SPRING HINGE CO 
SHELBY, OHIO 


THE LANTERN 
WITH 
THE AERO 


FEATURES 





1 Quality 
Airminded America has sent Air Pilot 
sales skyrocketing. Most modern of 
all lanterns, this sleek, fast-lighting 
Air Pilot with its Air Flow Combus- 
tion; Aero (rain-shedding) Dome and 
All-weather Controls sell on sight. 


Embury Mfg.Co., Warsaw,N.Y. 
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quires the use of more reclaimed rub- 
ber and less new rubber in the manu- 
facture of industrial pneumatic and 
solid tires, such as commonly used on 
industrial trucks, conveyors, etc. The 
amendment also establishes specifica- 
tions for the manufacture of rubber in- 
sulating tape which will use less rubber. 


* * * 


Building—and building curbs 
‘The construction industry, already 
seriously hit by war restrictions, has 
been warned to expect even less prefer- 
ence hereafter, under the stress of the 
war program. Even public institutions, 
hospitals and schools must carry on 
with their present facilities. Lumber, 
in some localities and in some grades, 
apparently plentiful, is still under heavy 
unsatisfied call for war uses. The May 
construction total in the 37 states east 
of the Rocky Mountains, reported by 
F. W. Dodge Corp. was the second 
highest on record, exceeded only in 
August, 1941. Most of this volume was 
in war construction. The same eastern 
area reports construction contracts in 
the first five months of 1942, 26 per 
cent ahead of the corresponding period 
a year ago. 
uz we * 


Price ceilings—O.P.A. empha- - 


sized that the retail ceilings cannot be 
exceeded. Merchants are expected not 
to apply for relief except in unusual 
circumstances. Likewise, there is little 
suggestion of relief for the squeeze on 
manufacturers or wholesalers. A_help- 
ful move was made by the nation’s 
three largest soap makers—who volun- 
tarily rescinded price rises averaging 
3% per cent, to relieve the “price 
squeeze” on retailers and jobbers. The 
O.P.A. request, 
probably will mean no change in the 


reductions, made at 
price tags on soap at counters in retail 
stores, while for the storekeeper and 
the jobber who supplies him, the action 
means a more equitable margin of 
profit. 


* “ * 


The commodity indices 

After a few weeks of marking time, the 
leading wholesale price indexes have 
turned slightly higher again, the latest 
Associated Press Index showing its first 
rise in five weeks, to 98 per cent of 
the 1926 average. The slight fluctua- 
tions up and down have been chiefly 
on farm and*food products. Recent 
betterment has been sufficient to over- 
ride a sharp decrease in cotton, which 
declined about $3.00 a bale during the 
first June week. 


* * % 


Copper and zinc production 
-Domestic copper production in May 
rose to a new record peak of 101,683 
tons—7,400 tons ahead of April. Re- 





fined copper output also reached a rec- 
ord high of 98,632 tons, while ship- 
ments to domestic consumers reached 
the remarkable total of 134,079 tons. 
Figures for May on zinc production 
showed 79,489 tons, also a new all-time 
monthly high. For 1942 to date, zinc 
production has run about 14 per cent 
ahead of the corresponding 1941 rate. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 62 








Not -so-scarce materials— 
Under the various conversion programs, 
surpluses of some materials are com- 
mencing to accumulate. Some items, 
too, that formerly were scarce are now 
more plentiful, emphasizing the com- 
plications which occur when the with- 
drawing of critical materials from many 
uses, prevents using for these purposes 
even the less critical materials destined 
for the same finished products. W.P.B. 
has attempted to ease this situation by 
limiting, but not stopping, production 
in such cases—regulating only the per- 
centage of scarce materials which may 
be used. A recent example is in wooden 
pails and tubs. The original limitation 
order required a 30 per cent cut in the 
use of metal in their manufacture, but 
its effect was to reduce the total output 
30 per cent. In order to restore a fuller 
output of wooden tubs and pails, W.P.B. 
has eased restrictions on the use of 
metal in hoops, bails, ears and handles. 
providing only that the metals do not 
exceed 15 per cent of the total weight. 


ae * * 


Other “easier” materials 
Some building materials are accumulat- 
ing because of construction restrictions. 
Asphalt, brick and tile, stone, cement, 
glass, lime, most grades of building 
lumber, plywood, and wall board, are 
now listed as in ample supply. Paper- 
board and kraft paper, formerly rated 
scarce, have now been transferred to 
the free-moving list. Other materials 
reported readily available include: 
ceramics, charcoal, short-fibre cotton, 
cottonseed oil, emery, flint, gypsum, 
ground mica, pottery, resins, sulphur, 
turpentine and zinc oxide. This list 
may include relatively few items avail- 
able as substitutions for important lines 
of manufacture, but this list may be 
studied with interest by some industries, 
at least. 

we oe a 

Industrial indices—In_ the 

June 6 week, a 9.6 per cent gain over 
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last year was reported in electricity 
production. Setting a new record for 
any comparable period since 1930, 
freight car loadings totaled 854,689 
cars, a shade ahead of a year ago. 
Awarding of engineering construction 
contracts established the second largest 
weekly volume on record—a gain of 
171 per cent over the corresponding 
1941 period. All industrial reports em- 
phasize—along with the record-breaking 
armament output—the inroads upon 
production for civilian use. Reliable 
estimates indicate that production of 
consumers’ goods in April (excluding 
housing) was only one-third the volume 
of a year earlier, although total indus- 
trial production was 20 per cent higher. 


* * * 


Trucking regulations — The 
effective date of Defense Transporta- 
tion Orders requiring over-the-road 
trucks to be loaded to at least 75 per 
cent of capacity on return trips has 
been postponed until July 1. The local 
delivery zone has been extended from 
15 miles from point of origin to 25 air 
miles from the boundaries of any 
municipality or urban community. 
Authority to formulate and submit 
plans to the O.D.T. for approval, for 
joint use of facilities, pooling, etc., is 
extended to private over-the-road car- 
riers. Private trucks engaged exclusively 
in the transportation of repair or ser- 
vice men and their supplies or equip- 
ment are exempted from the return- 
load provisions. There is exemption 
from all O.D.T. regulations for public 
utility maintenance’ trucks, trucks 
operated exclusively in behalf of the 
armed forces, and vehicles used exclu- 
sively for the transportation of explo- 
sives or dangerous articles. 


* 4 % 


Steel operations—Steel plant 
operations, reported The Iron Age in 
its June 18 issue, rose a point to 100 
per cent, equalling the record-breaking 
mark of the week of April 28. The 
previous week’s rate had been 99 per 
cent. The call for Lend-Lease steel ex- 
ports is strongly affecting the domestic 
picture. Lend-Lease production of steel 
over the next 60 days is expected to 
attain a level far above that reached at 
any other time since war was declared. 

a * oo 


Extra production — Carnegie- 
Illinois Steel Corp., Pittsburgh, Pa., 
U. S. Steel subsidiary, provided “an 
extra dividend” in the form of sufficient 
steel plate to build 12 large cargo ships. 
Carnegie-Illinois’ May production was 
329,069 tons of steel plates for ships 
and other urgent war needs, a new 
record and greater by 41,000 tons than 


the same company’s previous high mark 
established in March 
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Mississippi Convention 


NAME & PLACE: Mississippi 
Hardware and Implement Dealers 
Association annual convention, June 


8 and 9, at Biloxi. 


OFFICERS ELECTED: D. C. 
McRaney, Collins, president, to suc- 
ceed Sam Fortenberry, Osyka; vice- 
president, J. R. Hill, Columbus. 
Advisory board, Mr. Fortenberry; 
directors, W. H. Fincher, Lexington; 
F. C. Rowland, Charleston, and 
James Turner, Louisville. D. O. 
Mansfield, Jackson, is secretary. 


ADDRESSES: “The present- 
day problems of the hardware indus- 
try have created a greater avenue of 
mutual service among the hardware- 
men than ever before,” President 
Fortenberry declared in his message. 
He urged hardwaremen to keep 
abreast of the times through a cen- 
tral organization. 

“Our government is paying for a 
war and a depression which was 
aided through the credit of the gov- 
ernment. We also are paying for the 


reforms of our government, reforms 
and experiments which have marked 
the governmental progress of retro- 
gression during the past decade,” he 
said. 

Mark Davis, The Belknap Hdwe. 
& Mfg. Co., spoke on “It Will Take 
Added Lines to Hold Volume.” He 
reminded the dealers that if they 
thought their plight was bad, to con- 
sider that of the automobile dealers. 

Lloyd B. Raisty, Atlanta, Federal 
Reserve Bank, discussed Regula- 
tion W. “Doing business these days 
must be extremely difficult, but the 
end of regulation and regimentation 
is not yet in sight,” he declared. Mr. 
Raisty said that the Regulation W. 
should be an aid to the merchant 
who for years has had difficulty in 
collecting slow accounts and has 
looked with apprehension upon the 
constantly lengthening terms of in- 
stallment selling. The government, 
he remarked, is correcting this situ- 
ation by placing limits upon install- 
ment sales terms. Both the seller 
and buyer will profit and the pro- 








When a small spring breaks, when wire forming 
is needed, when a new design is required, you 


can perform the job quickly by using the correct 









003 to .200. 








| | size of XLO music wire. 


XLO comes to you in attractive packages in red and 
silver for all standard sizes of music wire in units of !/, lb., 
Yz |b., | Ib., also special 5 Ib. packages. Wire sizes from 


Johnson Steel & Wire has enlisted a heavy produc- 
tion of music wire for the war. 


JOHNSON STEEL & WIRE CO.ING. 





NEW YORK — AKRON — DETROIT — CHICAGO — LOS ANGELES — TORONTO 


WORCESTER 


* MASSACHUSETTS 





















PIPE WRENCHES 


CHAIN TONGS 















Jaws are drop forged from special 
steel, heat treated, hardened, tempered 
and tested. Handles forged from high 
carbon steel have both stiffness and 
“spring.” 

Flat Link Chains have proven strength 


are proof-tested to 2/3 catalog 
strength (3,600 to 40,000 Ibs.). Design 
improvements: jaws have _ increased 


bearing on bar and forged-in chain 

guides, large steel bolts, drop forged 

alloy steel shackle. Better PIPE 

TOOLS——The most complete line made 

and each an improved tool. 

Solid Stock and Dies Pipe Cutter 

Adjustable Dies and Knife Blade Cutter 
‘ocks Wheels 

Receding Threaders Pipe Wrenches 

Hinged Pipe Vises Chain Tongs 

Write jor new catalog 





ARMSTRONG BROS. TOOL co. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 
199 Lafayette St.. New York 











To FASTEN 
Machine Tools, 
Motors and 
other Devices to 
masonry and 
concrete. 
e 
@ Easy to seat with setting tool 
@ Precision threaded 
@ Hold up to 5 tons safely 
@ Vibration and jiggle resis- 
tant Fig. 900 
Carpenters, Plumbers, Electricians, Factories 
and Institutions buy them by the Box. Our 
national advertising in leading Trade Publications 
every month reaches over 500,000 users. 
Ask your Jobber TODAY and Write for Catalog. 
THE PAINE CO. 
2963 Carroll Ave. e Chicago, Iinois 
Offices in Principal Cities 





and HANGING DEVICES 
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gram is a means of combatting infla- 
tions. 

A. C. Kammeier, N.R.H.A., led a 
discussion session on priorities and 
explained the new regulations cover- 
ing heating and plumbing supplies. 

O. M. Jackson, WPB, Atlanta, 


Carolinas 


NAME & PLACE: Hardware 
Association of the Carolinas, June 9 
and 10 at the Hotel Columbia, Col- 
umbia, S. C. 

NEW OFFICERS: W. R. Har- 
den, Graham, N. C., elected presi- 
dent to succeed P. B. Hendrix, Col- 
umbia; C. H. Albright, Rock Hill, 
S. C., elected first vice-president; S. 
T. Proctor, Fuquay Springs, N. C., 
second vice-president; J. D. Foster, 
Roebuck, S. C., third vice-president ; 
Arthur R. Craig, Charlotte, N. C., re- 
elected treasurer, and Miss Sally 
Couch, N. C., elected to continue as 
acting Secretary. 

RESOLUTIONS: Favored cut- 
ting of non-war expenditures and 
practicing economies in the state and 
local governments in order to lighten 
the tax burden as much as possible; 
pledged support of the government 
in the war effort. Opposed federali- 
zation of Social Security. 


ADDRESSES: Rivers Peterson. 
managing director, N.R.H.A., pre- 
sented a six-point plan for hardware 
dealers during the emergency—ex- 
pansion if possible; avoidance of 
sacrifices of margins; close credit; 
replacement of drafted men with 


spoke on the government’s all-out 
production and expressed a special 
interest in selling the south benefit 
by decentralization. 

Mrs. Lena Hardy, Gulfpark Col- 
lege, Gulfport, discussed price con- 
trol as against inflation. 


Convention 


women employees; institution of 
every reasonable economy, and keep- 
ing “chins up.” Considerable time 
was devoted to consideration of 
problems of dealers under the Fed- 
eral regulations. An open forum 
brought scores of questions. S. T. 
Proctor, Fuquay Springs, N. C., vice- 
president conducted the question 
period. 

Harold A. Daschner, Lansing, 
Mich., managing director of the 
Michigan Retail Hardware Associa- 
tion, said dealers would find it hard 
to keep up their usual hardware 
items and suggested proper substi- 
tutes. 

The convention devoted much time 
to addresses on the problems cre- 
atd by the war with talks delivered 
by George Woolley, Shapleigh 
Hdwe. Co., St. Louis, Mo.; Paul R. 
Shehan, defense council coordinator, 
Charlotte, N. C.; F. A. Wirt, Racine, 
Wis., Case Co. 

Speaking at the annual banquet, 
U. S. District Attorney Claude N. 
Sapp, Columbia, S. C., said that 
hardware dealers were the first to 
feel the war’s effect upon business, 
but he knew they would seek to 
make the best of it. 





PNT AI 


Left to right, seated: P. B. Hendrix, Columbia, S. C., retiring president; W. R. 

Harden, Graham, N. C., new president: Thomas K. Ruff, Columbia, S. C.. presi- 

dent, NRHA; Rivers Peterson, Indianapolis, Ind., managing director, NRHA. 

Standing: C. H. Alnright, Rock Hill, S. C., first vice-president: S. T. Proctor, 

Fuquay Springs, N. C., second vice-president; J. D. Foster, Roebuck, S. C., third 

vice-president; Miss Sally Crouch, Charlotte, N. C., acting secretary: Arthur R. 
Craig. Charlotte, N. C., treasurer. 
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JACKSON SUPERIOR PRODUCTS 
ARE IN THE FIGHT 





Government rules and regulations have re- 





stricted the manufacture of Jackson Products 







for civilian use. 





We suggest that you contact your Jobber 





THE JACKSON LINE 
BARROWS about your requirements. for he will be able 
CONCRETE CARTS 
MORTAR PANS 
MIXING PANS be filled. 





to give you the details as to whether they can 







JACKSON MANUFACTURING CO. 


HARRISBURG PENNSYLVANIA 
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PAINTS & HARDWARE 
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TO PROTECT 
FUTURE 
EARNINGS! 


te Attack is the best defense, against the haz- ; nee 
ards of business as well as those of war. aa 24 \ i 
STORE FRONTS 


NILES = MICHIGAN 





Your duty is to stay in business, to maintain payrolls, to : 
pay taxes, to buy War Bonds, and thus help the common (7 


effort. Attack now! Invest in a smart, new Kawneer Store . 3 See Ee eee eee ee oe ee “= 
_ *.. The Kawneer Company, Niles, Michigan. 






Front that will mean better business for you for many Sc @Pleese send illustrated booklet on Kawneer Store Preate | 
years to come. Act right away, while material is still avail- “ Heme paige ae 
able. Send the coupon for free illustrated booklet on new | ae ate. wei aR | 
ity : ate ei 
Kawneer Store Fronts — today! fAeisulin anh ncktnin adie oat dae inte he cos cease atom a 
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crews 


For Fifty Years 
Manufacturers 
of Screws, Stock 













Screw Machine Work 
Machine Screws 


Machine Screw Nuts 





Sheet Metal Screws 
Wood Screws 


Case Hardening 
and Plating 





Developments made 
for your industry 


The above products put 
up in gross packages 














SWINGING ALONG 
TO VICTORY! 


[‘ a war of production, soldiers 

move to the rhythm of belching 
furnaces, pounding presses, whir- 
ring lathes. For us to have a part 
in making this “heartbeat of vic- 
tory” grow steadily stronger is 
deeply satisfying. As our wire 
forming equipment is now on war 
work, hardware deliveries must 
come second. But after victory, 
look for a Brooks line superior to 
anything ever produced! 


M. S. BROOKS & SONS, Chester, Conn. 


Since 1848 


‘BROGKS # HOGKS" 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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THE COST to the housewife of new 
household vacuum cleaners and attach- 
ments is more than the prices fixed by 
OPA. Piled on top of these “ceilings” 
are excise or sales taxes. OPA took 
occasion to make this fact clear in a 
statement on June 3. These taxes, it 
pointed out, are not included in maxi- 
mum prices established by Maximum 


Price Regulation No. 111. 
x *e 


A CORRECTION TO AMEND- 
MENT No. 3 to the regulation was 
issued simultaneously with the  an- 
nouncement. Inadvertently the amend- 
ment omitted from the text of para- 
graph (a) of Section 1370.12 the words 
“exclusive of excise or sales taxes.” 
The correction inserts these words so 
that paragraph (a) of Section 1370.12, 
appendix A reads as follows: 

“(A) Maximum prices for sales to 
consumers of models having recom- 
mended retail prices of Montgomery 
Ward and Company and Sears Roebuck 
and Company models. The maximum 
prices, exclusive of excise or sales 
taxes, for the sale to consumers of the 


” 


following models shall be; .. . 
x * * 


AMENDMENT No. 2 to the kapok 
order, M-85, extending from May 31 
to June 30 the time in which dealers 
may sell, transfer title to, or deliver 
kapok to manufactuers within the re- 
strictions of the order has been issued 
by the WPB Director of Industry Op- 
erations. 

The restrictions contained in the 
order are: 

(1) A dealer is prohibited from 





selling any quantity of kapok which 
would give a manufacturer an inventory 
in excess of 30 days’ requirements and 
(2) A dealer may deliver kapok only 
to a manufacturer having orders for 
specified war items. 


* 2 


STILL FURTHER RESTRIC- 
TIONS in the production of agave 
wrapping twine, used widely in lumber 
mills, paper mills, and newspaper plants, 
are provided for in Amendment No. 6 
to General Preference Order M-84 
issued June 1 by WPB. 

Processing of agave fiber into wrap- 
ping twine had been restricted previ- 
ously to 65 per cent of the rate of pro- 
duction in 1941. The amendment 
reduces the amount for this purpose 
to 57.5 per cent in June, 50 per cent in 
July and 40 per cent in August and 
each month thereafter. 

x * * 


THIS COUNTRY formerly re- 
ceived much of its agave from Java. 
A ‘considerable quantity comes from 
Africa. Agave cordage has important 
military and naval uses. 

WPB agave consultants said that the 
amendment will not result in curtailed 
production of wrapping twine, which 
can be made from other materials. For 
instance, twine is being manufactured 
from the tow and waste of such fibers 
as jute and flax. Some mills are ex- 
perimenting in the manufacture of 
wrapping twine from paper, used as a 
wrapper, with an agave core. 

x* ek 

FISHING TACKLE MANU- 
FACTURERS may: continue to pro- 
duce their wares until the end of June, 
1942, under an amendment to Limita- 
tion Order L-92 issued by the WPB 
Director of Industry Operations. The 
original order, issued April 23, provided 
that such production involving the use 
of critical materials be stopped on 
May 31 

The amendment permits another 
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a, 
The QUALITY of 


Glue is determined by 
TEST . . Not by PRICE 


GET WIND OF THIS! 







boc. 
“GLUEKY” 













This is no time to let your running water Give ROGERS GLUE ' 
y a trial—IT'S THE BEST BY TEST. 
system sales walk. With SKY POWER Safeguard your customers on price without sacrific- 
Th they’Il fo! Here’s a wholly new concep- ing your percentage . . . it will pay you good divi- 
4 \ tion of windmill power — a full fledged yr er ag Panna seen ag by wee = 
‘ and mail order houses .. . 

t \ on a system gp Ae — HAVE NOT ADVANCED OUR PRICES! 
i Ps ectric he gpriee . Because of war conditions a greater percentage of 
ie complete wit automatic controls, people are remaining at home and developing hob- 
gauges and pneumatic tank is made to bies. Some of these new hobbyists may be numbered 
order for the 2 out of 3 farms without among your customers and friends so we offer you 
electricity. BAKER MFG. free project books as well as free project sheets 
COMPANY, Evansville, Wis PSesnsmsze that you in turn can hand out to your customers at 
’ ? . this time. Just advise us as to the quantity of free 
AUTOMATIC DEEP WELL | booklets or project sheets that you would like to 


have and we shall be glad to forward you a supply. 
PHONE YOUR JOBBER FOR SPECIAL DEAL 
USE ROGERS LIQUID FISH GLUE 


ELECTRIC WATER SYSTEM 
ao egy 
sag ike adsamate mace: | A 


‘ . | “The Glue with the Grip of a Gorilla” 
a= UT cena 
Bikes tas 


47 RUNNING WATER SYSTEMS 




















Medi 


BAKER MFG. CO: Mi lis, Minn.; | 
Wis.; Fort Dodge, ta.; Cedar Rapids, ta.; Fredericks- | 
Mo.; Enid, 


burg, ta.; Omaha, Neb.; Kansas City, - 
‘| thebedt LIQUID FISH GLUE Lay | 


brat etm Kan.; Brandon, Manitoba, Can. 
GLOUCESTER, 





AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; San Angelo, Texas. 





Pumps Pumpjacks Windmills Well Supp!es 






37% \ 
ABOVE — 
AVERAGE 

STRENGTH 


Daniel Boone 
Handles are the 
strongest hickory 
handles made. 
‘Independent scien- \ q 
tific tests by engineers 
in leading universities 
show that these handles 
withstand 37% more pres- 
sure before fracturing than 
the average of all other grades 


HERE’S AN ITEM 4 
ee of hickory tool handles. 
YOU CAN STOCK AND SELL | This is the strongest handle i. 


















‘ae 
OUR GUARANTEE 


This Handle is made of the best Second 
Growth Hickory in the world. Its Grade 
and Pattern have been approved by Tool 
Makers and Tool Users as being unequalled 


NO BETTER HANDLE CAN BE MADE 





XN 
‘ 










More than 50 years of fighting against made—the best value. Your customers 
sickness and disease—and still the ; 


will prefer it; your profit on it will 
exceed that on several cheap, low priced 
handles. Order from your jobber. 


‘ele 
champion! 
**It catches the Germ 
as well as the Fly—’? Remember? 
Your jobber can supply you— 


THE TANGLEFOOT CO. 
336 Straight Ave., S.W., Grand Rapids, Mich. 





TURNER, DAY & WOOLWORTH HANDLE CO., INC. 





LOUISVILLE, KENTUCKY 


FOR OVER 80 YEARS—WORLD S LARGEST HICKORY HANDLE MANUFACTURER 
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Hy es 


Every Shelby Americycle you 






place with a war worker 
Ve will do its part in helping to 
solve the civilian transpor- 
D) tation problem and step-up 
| Vietory production. 

it. eh ee SEAS os cs 


}: raise. wae ty 
- a © ~ 






' 
TRANSPORT 


SHELBY, OHIO 


ATION 
THE SHELBY CYCLE COMPANY 





Aladdin 


SANI-SEALD 


Vacuum 


BOTTLES 


AMONG the thousands and thou- 
sands of war’s industrial work- 
ers, Aladdin Vacuum Bottles are 
performing yeoman service in keep- 
ing their beverages hot, savory, and 
sanitary night and day. Through 
their high efficiency and durability, 
Aladdin has firmly established itself 
as the “preferred” vacuum bottle. 


DEALERS 


Please Take Notice 


Naturally Aladdin production has been con- 
siderably reduced through shortages of mate- 
rials required to maintain Aladdin’s excep- 
tionally high quality, and which must be 
preserved. In this situation, we are exerting 
every effort to supply all of our dealers with 
a sufficient quantity for their immediate needs, 
although it must be realized that of necessity 
shipments be somewhat delayed. 


Aladdin Industries, Inc. 
223 West Jackson Boulevard 
CHICAGO, ILLINOIS 
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month of production provided the criti- 
cal materials needed for such articles 
were in the manufacturer’s possession 
in fabricated form on or before April 
23. The amendment restricts the use 
of iron and steel in June to 75 per cent 
of the manufacturer’s average monthly 
use of these metals in 1941, which is 
the same rate of use of iron and steel 
as was permitted under the original 
order during April 23 to May 31. 


2 & ‘2 
MANUFACTURERS have been 


given an additional month in which to 
manufacture golf clubs out of their in- 
ventories of iron and steel which had 
been fabricated into golf club parts 
prior to April 9, the date of issuance 
of Order L-93. The original order re- 
quired production to cease on May 31. 
Now production may be continued to 
June 30. 
#2 2 


ANNOUCEMENT WAS MADE 
on June 4 by J. S. Knowlson, WPB 
Director of Industry Operations, that 
oil burners designed for use on ship- 
board, for cooking, or heat treating 
and processing may continue to be pro- 
duced under amendment to L-74. The 
amendment designates such types as 
“Class A” burners, which may be pro- 
duced to fill orders bearing A-10 or 
higher preference ratings. The original 
regulations required that production of 
these types cease on May 31. 

x *w* 


INFRA-RED REFLECTING 
CAMOUFLAGE PAINT may be 
manufactured by any company, on a 
strictly competitive basis, it was an- 
nounced by the Protective Coatings 
Section, WPB Chemicals Branch on 
June 2 in an attempt to correct a gen- 
eral misunderstanding about the con- 
ditions under which this and other 
protective coatings may be produced. 

Infra-red reflecting camouflage paint, 
specification AXS-684, is one of a group 
of new and unique,coatings designed 
to meet specialized phases of the war 
effort. Conflicting reports of its in- 
tended uses, its formulation, and lim- 
itations on those who may produce and 
sell it, appear to have obscured the 
fact that securing contracts is simply 
a matter of rigid adherence to specifi- 
cation, and the usual competitive bid- 
ding procedure normally followed for 
government purchases. There is no 
approved or certified list of suppliers. 
Many prime contractors are now buying 
this product from several companies. 

Producers of the infra-red paint are 
cautioned that inspection is most rigid, 
and the specications must be adhered 
to closely. 


x**«rk 


GENERAL CONSERVATION 
ORDER M-70 has been amended to 
exempt processors of jute covering, 
twine and rope from the provisions in 
the original order requiring certifica- 
tion of bales on deliveries of such prod- 
ucts. It was explained that the amend- 


ment corrects an error in the original 


order. 
°°? 2 

CONSERVATION ORDER 
M-138 has been amended to tighten re- 
strictions on istle, a fiber grown in 
Mexico which is coming into increasing 
demand as a substitute for such fibers 
as jute and other cordage fibers for- 
merly imported from the Far East. 
Amendment No. 1 controls both istle 
waste and waste istle. The distinction 
is this: waste istle results from pre- 
paring the fiber for use in istle prod- 
ucts; istle waste results from the 
processing of the prepared fiber. 

The amendment redefines “istle prod- 
uct” to include any product made from 
raw istle, alone or in combination with 
other materials. The inventory provi- 
sion has been modified to include a 
person who processes istle products, to 
give him the benefit of a two months’ 
supply instead of the one month’s sup- 
ply allowed him under the original 


order. 
’ 


2 &@ 
MANUFACTURERS, assemblers, 


wholesalers, distributors and _ retailers 
of fluorescent lighting fixtures have 
been notified that the date for filing 
their inventories with WPB has been 
advanced from June 5 to June 15. The 
action was made necessary by delays 
in distribution of the form PD-499. 


Tax by Classification 


HEN a State undertakes to 

impose taxes on _ businesses 
and occupations, it may “classify” 
those businesses and occupations for 
tax purposes and impose different 
tax burdens on different classifica- 
tions. 

“States have power to discrimi- 
nate,” said the court, “between per- 
sons and callings by classifying 
them for purposes of taxation; and 
such classification need not be either 
logically appropriate or scientifically 
accurate. The rule of equality per- 
mits many practical inequalities.” 

May a peddler and an established 
merchant or business man be put in 
different “classifications” and differ- 
ently taxed? Such a plan did not 
seem unreasonable to the court, 
which quoted an earlier decision: 

“Tt is said there is no sufficient 
ground for a distinction with respect 
to taxing the occupation, between 
the business of selling goods from a 
regularly established store and the 
business of selling them from a de- 
livery wagon or truck. But there is 
an evident difference, in the mode of 
doing business, between the local 
tradesman and the itinerant dealer, 
and we are unable to say that the 
distinction made between them for 
purposes of taxation is not properly 
made.” 


HARDWARE AGE 























POPULAR-PRICED ASK YOUR SUPPLIER ABOUT 


al 
BATHROOM AND KITCHEN FIXTURES 
R IN AUTOYRE HY-GRADE QUALITY 
in WRITE FOR LITERATURE THE AUTOYRE COMPANY, OAKVILLE, CONN DESIGNED TO MAKE THE PASSER-BE ‘ 














le MOLDED RUBBER GOODS SPECIALTIES 


The Exhibitors 


re- Plain and Mushroom Bumpers — Suction Rubbers 

d- Rubber Head Nails Toilet Seat Bumpers of the 

he Chair Tips Crutch ° New York Housewares Manufacturers 
Association, Inc. 

d- urge Executives and Buyers of 

ym Housewares, China, Glassware and Pottery 

- : to visit 

a The War-Market of Vital 

Importance 


" THE ELASTIC TIP CO. | 
al 370 ATLANTIC AVE. | 4 0) lJ S FW A 4 F S 
OF COMPLETE LINE taadl rs | S i 0 W 
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* ATLANTIC CITY 

no AUDITORIUM 

ct JULY 12th thru 17th 1942 

: P. S. The China and Glass Show will run concur- 
rently at the Hotel Ambassador. You can shop 
both Shows conveniently, economically and in 
comfort. 

n 

to NEW YORK HOUSEWARES 

es MANUFACTURERS ASSOCIATION 

y” INCORPORATED 

or ROOM 108A HOTEL PENNSYLVANIA 

nt NEW YORK CITY 

a- 

JAFFREY. N.H. 

1i- — RITES Se oe 

T- 

. =* A Ch j *« => 

d — am P ton = | 

er Wire Coat and Hat Hook 

ly Government type No. } 

T- A1162 ee } 

Champion No. 40 
Section No. 2927 Users everywhere know the advertised 

ed Gardiner trade-mark as a ~ of — 

* You'll find this hook, | Soke. dese: a Wh eed oad grey 

sil ‘ any -_ } th f the big home mar- 

ot along with many othe : ro i ver iobber for prices and 

rt, Champions, your an- | details. 

n: swer to Defense Housing bids. wT f 2 ip 

vo Buy War Bon | e—. 1, . \p 

et y ” | GIdINCr wy 

, IMETAL -CO. Oa! ~~ 

. THE CHAMPION HARDWARE COMPANY &@ a O | f 

ta GENEVA, OH! Si Murray Street, NEW YORK, N. Y - So. Campbell Ave., Chicago, Il. 

e 

e- sees fone 

is 

a Draw People to Your Store—With Good Window Displays 

al New goods and seasonable merchandise arranged attractively Hardware Age is constantly striving to help retail hardware 

T, - woe ay — A ae oa —_ = dealers locate the newest and best merchandise in all lines 

ne sult oueh issue of Hardware Age. You ae rma x a to of Hardware. And continually reproducing good window dis- 

or find something of real interest. Because— plays made by progressive dealers for your help and guidance. 

ly HARDWARE AGE,100 East 42nd Street, New York City 
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LAWN MOWER 


REPAIR PARTS 
> Mlasctdaend 


WRITE TO 


AM Collot Supplies 


221 NW 8 “Ave Miami Fla 











TROY—BEST 


File Handles 
aeret 
ef 


PATENTED 
i 


(Patented), assures wy ~ ueslannes ip 
nd safety to user. A favorite for over 





40 years. 
TROY FILE WORKS 
Troy, Est. 1831. N. Y. 














STEEL BRICK HODS 


Have been used 
for years 
because of 
their streagth 
and lightness. 
All steel 





Ne. 162 22x10" 
Brick x7” deap 
Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 88th St. and Hamilton Ave. 


@ @ CLEVELAND,OHIO @ e@ 











Sell 


THE HIGH SPEED 
MARKET 








98% More Profit 


. . because mechan- 
ics pay real money 
for this longer lasting 
TECHNIT TE blade, 
that cuts tough, alloy 
steel faster. 


FREE Display 


. assures fast turn- 
over... big repeat. 














Order Capewell's } 
TECHNITE today j 
from jobber. iL 


CAPEWELL 
HACK SAW BLADES oe 


The Capewell Mfg. Co. 
Hartford, Conn., U.S.A, 








Modernized Store Steps Up Business 


(Continued from page 35) 





Wall units show tools, bolts, steel goods and other items. In the 
foreground is a table built up with a variety of cooking utensils. 


ladies did not like the old estab- 
lishment and there wasn’t much in 
it of interest to them. Ten times 
the number of women patronize 
the store than did before. Men, 
also, like the new arrangement be- 
cause everything is in plain view. 

Lighting plays an important 
part in present-day merchandising 
and the firm accordingly stepped 
up its level of illumination by in- 
stalling some 160-watt fluorescent 
units which replaced 200-watt in- 
candescent fixtures. Total wattage 








Hardwwe Harry 





j= 














“CAN YOU SHOW ME A PARLOR Gane THAT WILL 
KEEP A SAILOR INTERESTED.” 





was increased about 20 per cent 
but the present illumination is es- 
timated as being 10 times greater 
than the old. The store windows 
are also lighted each night. 

The modernization was com- 
pleted in 1940 at a cost of about 
$1,700—an investment which has 
paid dividends in increased sales. 
Upon completion of the remodel- 
ling project, the firm held a grand 
opening which attracted approxi- 
mately 1600 people. Fixtures were 
furnished by W. C. Heller & Co., 
Montpelier, Ohio, and the store 
plan was provided by the Tennes- 
see Retail Hardware Association. 


Davis Sponsors Pump and 
Water System School 


(Continued from page 41) 


the boys at noon. Lectures were 
interspersed with magic shows and 
other entertainment features in 
order to provide periods of relax- 
ation. 

“In the school room the pumps 
were connected up to show opera- 
tions under various pressures and 
samples of the different pump cyl- 
inders etc. were shown,” says Mr. 
Howard. “Manufacturers cooper- 
ated by loaning us cut-out pumps 
and cylinders to enable us to bet- 
ter illustrate their principles of 
operation.” 
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RICHARD 


SPRING BOTTOM OILERS 


FOR For thirty-five years you have 
been buying and selling Richard 

3 5 Oilers and they have been giv- 
ing you and your customers 


YEARS honest, satisfying service. 


Right now, we have our sleeves 
rolled up doing a Victory Job 
for Uncle Sam. When we get 
that job done, we will be back 
again making oilers for you and 
your customers. 


WE MAKE 
Richard Oilers— 
Plastering Tools— 
Putty Knives and 
Scrapers—Wire 
C & H Hooks— 
Carded Items— 
Three-In-One 
Garden Tool. 














THE ATLAS-ANSONIA CO. 


54-62 GRANT STREET NEW HAVEN, CONN. 








The FORSTNER 
AUGER BIT 


A remarkably versatile boring 





















tool that will sell for you at 
a substantial PROFIT— 


The sample of work shown below, 
done entirely with Forstner Auger Bits, illus - 
trates the many types of cuts that can be 
made with this handy, all-purpose boring 
tool. Note that this bit bores at angles, cuts 
any arc of a circle and leaves a perfectly 
smooth - walled, flat- bottomed hole. The 
entire cutting surface is at work all the time 
and there is no center spur (circular rim 
guides the bit). Works well, does 
not clog in hard, knotty or irregu- 
lar grained woods. 

Available with hand brace or 
machine shanks in the following 
sizes: For hand use, 4" to 1'4” 
by sixteenths. For machine use, 
4" to 114" by sixteenths; 154” 
to 3” by eighths. 


“PROGRESSIVE. 


TORRINGTON 
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The True Temper 
Dynamic 
Hatchet 


Power Centered 





= Ler rewnr—t 






@ Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency in both chopping and driving. 
Full force of each blow is centered at 
point of impact, as in sketch. 

Stock, display and profit with this uni- 
versally sought and accepted tool. 

National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 


TRUE TEMPER 


PRODUCTS 


FORKS + RAKES « HOES + AXES » HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 


FOX PEN 
NETTING 


Profitable are the heavier | 
grades of hexagonal net- | 
ting. You give complete 
satisfaction when you sell 
WRIGHT. 


CF WRIGHT 2:5 


WORCESTER > MASS. 








* + Coming Conventions and Events + ~ 


Corrected Each Issue According to Latest Data 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the Pal- 


American Hardware Supply Co., 
semi-annual dealers’ convention, July 20 
and 21, 1942, at company headquarters, 
41-43 Terminal Way, S.S., Pittsburgh, 


mer House, Chicago, Ill. Charles E. Pa. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- Central States Hardware Club, 


facturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 


group. 


banquet and floor show, Sunday eve- 
ning, Oct. 18, previous to the hardware 
jobbers’ and manufacturers’ joint con- 
vention, in the Century Hall of the 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word...... .08 





| 
| 
| 
| 
| 


Positions Wanted 
(Special Rate) set solid, maximum 
SD WOGED cccccccccccccccccsceses $1.00 
Each additional word..............-- .05 
Allow Seven Words for Keyed Address or Your Addr 


BOXED DISPLAY RATES 
fC arr $6.00 
Each additional inch.......... 4.00 
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EXPERIENCED HARDWARE SALESMAN 
WISHES POSITION in live wire hardware 
business somewhere in Michigan. Also well versed 
in paints and tools but able to sell in all other de 
partments. Have been well trained in modern 





store displays, window trimming and sales meth- | 


ods. Capable of store management. Can furnish 


very best of references. Address Box H-83, care | 


of Harpware Ace, 100 E. 42nd St., N. Y. City. 


STORE MANAGER, YOUNG MAN, 
SINGLE, eleven years retail hardware, four 
years salesman, four years department manager, 
last three years small store manager Proven 
records of increased profits. Will only accept 
position if given written contract after six months 
trial. Fair education, honest and good will builder. 
Good references. Address Box H-85, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 


: Whe ada = 


RETAIL HARDWARE SALESMAN, THOR.- 
OUGHLY EXPERIENCED in builders’ hard- 
ware, housefurnishings and general hardware. 
Westchester County. Write full details. Ref 
erences required. Address Box H-88, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City 


\ Cacwess Qgcoriieliaa— 


MODERN HARDWARE STORE FOR SALE. 
Ideal location in center of southeastern Mass. 
town. Winter population 6000—Summer about 
20,000. Well selected stock, including sporting 
and electrical goods. Inventory about $12,000. 
Wholesale connections with best houses. Estab- 
lished by present owners about 25 years ago. 
Reasons for selling—age and ill health. Address 
Box H-79, care of Harpware Ace, 100 E. 42nd 
St.. New York City 

















FOR SALE—HARDWARE, ELECTRICAL, 
PLUMBING and apartment house supply store, 
Brooklyn, N. Y. Clean and complete stock. 
Major appliances not handled. $30,000. year vol- 
ume. Inventory to suit investment. Exceptional 
connection with jobbers and manufacturers. Low 
rent. Show good profits. Reason for selling 
draft. Address Box H-82. care of HarpWarr 
Ace, 100 E. 42nd St.. N. Y. City. 
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PAINT DISTRIBUTORS 


Well-known quality paint manufac- 
} turer for over fifty years, located in 
Pittsburgh, Pennsylvania, desires dis- 
tributors in eastern, mid-western, and 
southern states. 

Address Box H-16, care of HARDWARE AGE 
| 100 E. 42nd St., N. Y. City 

















} 

I. 

} 

| SALESMEN WITH FOLLOWING DE 
| PARTMENT AND hardware stores for our 
mirror line, on 10% commission basis. Several 
districts are open. Please write to—-The Beauty- 
Clear Mirror Company, Grove City, Pa. 


MANUFACTURERS’ AGENT. ARE YOU 
HIT BY PRIORITIES? Sell paint! This item 
will be almost unhindered by shortages. Many 
territories open. Straight commission and prompt 
shipment of all orders, large or small. Call on 
big projects for big orders. We are familiar with 
all Federal Paint Specifications. Address Box 
H-89, care of Harpware Ace, 100 E. 42nd St.. 
N. Y. City. 


AVAILABLE. A NEW LINE OF wood 
kitchen ‘and utility cabinets and similar items. 
10% commission. State territory you actively 
cover and list names of manufacturers you are 
now representing. Address Box H-87, care of 
Harpware AGe, 100 E. 42nd St., N. Y. City. 


NATIONALLY-KNOWN MANUFACTURER 
SEEKS ESTABLISHED ssales_ representatives 
who are following construction reports regularly 
and contacting architects and contractors for pri- 
ority business. Knowledge of builders’ hardware 
desirable. Nice income for those who qualify. 
Address Box H-86, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. 





SALESMEN COVERING HARDWARE 
STORES to carry complete line of plumbing sup- 
plies and specialties for territories throughout 
the United States. Address Box H-84, care of 
Harpwart Ace, 100 E. 42nd St., N. Y. City. 





LaSalle Hotel, Chicago, Ill. Committee 
in charge: chairman, Walter M. Floto, 
American Steel & Wire Co.; A. J. 
Eggleston, Richards-Wilcox Mfg. Co.; 
W. M. Olsen, Lamson & Sessions Co.; 
C. Neal Turner, Atlas Tack Co., and 
Ben Leve, The Carborundum Co. 

Fifth annual Open House and get- 
together, Wednesday, Sept. 16, 1942, 
in the club’s own rooms in the LaSalle 
Hotel. Committee in charge: chairman, 
J. D. McCue, Russell & Erwin Mfg. 
Co.; F. J. Koch, McKinney Mfg. Co.; 
G. H. Beaudin, J. Wiss & Sons Co.; E. 
R. Swift, The Stanley Works, and Ben 
Leve, The Carborundum Co. 


Hardware Golf Association, 17th 
annual tournament, Sept. 17-19, 1942, 
at The Elms Hotel, Excelsior Springs, 
Mo. Hotel reservations should be made 
through Dietz Lusk, 621 E. 70th Ter- 
race, Kansas City, Mo., who will make 
all room assignments. 


National Retail Hardware Con- 
gress, scheduled for July 13-16, 1942, 
at the Hotel Sherman, Chicago, IIl., has 
been cancelled. Rivers Peterson is man- 
aging director with headquarters at 333 
N. Pennsylvania St., Indianapolis, Ind. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


Safe Appliances 


HAT an employer is obligated 

to furnish his employees with 
safe equipment for their work, was 
recently pointed out by a Federal 
court. 

“An employer owes the duty of 
using reasonable care to furnish his 
employees with reasonably safe ap- 
pliances with which to work,” said 
the court. 

If an employee is injured because 
of unsafe equipment furnished by 
his employer for the work, the em- 
ployer is legally and financially 
liable for the. injuries. The employer 
has no_ responsibility, however, 
where the injuries result from the 
employee’s lack of skill and not 
from unsafe equipment. 
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Use These Sheets for Your 
RECORD of MAXIMUM PRICES 





DON’T FORGET JULY 1! 


Your DEADLINE for CEILING PRICES 




























































































OU must have a prepared statement of 

maximum prices available at all times, 
for inspection in your store by anyone, by 
July 1, 1942. 


HARDWARE AGE Inventory Sheets are 
readily adaptable to this purpose. All you 
have to do is list each item, describe it so 
that it can be identified and show your maxi- 
mum March, 1942, price. This is the infor- 
mation O.P.A. requires you to have in your 
“price book.” 


These sheets are inexpensive and will save 
you time and money. You get 200 sheets for 
only $1 plus a 25c mailing charge. As these 
sheets are printed on both sides of good 
white bond paper this means you really get 
400 pages. Each side of the sheet has room 


HARDWARE AGE 
100 East 42nd Street, New York, N. Y. 














Actual size of sheets 9¥g by 12 inches over all; writing area 
8/2 by 11'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 


for 28 items. Your $1.25 investment will 
provide you with sufficient space to list 11,- 


200 items. 


The HARDWARE AGE Inventory Sheet 
Loose Leaf Binder, for these sheets, enables 
you to keep them in permanent book form. 
These binders are available at an additional 
cost of 50c per set. 


Due to the exceptional low price at which 
these sheets are sold please have your money 
order or check accompany your’ order. 


Save time—save money by using these sheets 
for your Record of Maximum Prices. And 
get the Binders so that you can keep them in 
permanent book form. Use the coupon be- 
low to order your supply today. 


6-25 


Gentlemen: 

Here is my $.......... Please send me......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 
plus 25c mailing charge). Also send me.......... Binders (50c each). Send these to me by return mail. 
EE Di POL ACK OSA ado dTS CH MRR RDA Sea Re Means es cae ee AS Sik s a Ci esa debel oben baad so ou stidsianwas 
PII 6:01:66 sina: tnnse bined ak ous Sagan Meee meee NN ie ttihs + kg o65:s teenie senaiecese SUMED (548453000 
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Handles Easily 
WET ..DRY 


Pre-Waterproofed and Pre-Lubricated 
by Exclusive Methods 


Makes Columbian Rope 
more flexible 






Look for the 
RED, WHITE 
AND BLUE 
MARKER 
when you buy 


rope — your 
customers do 


TAPE-MARKED 
PURE MANILA 


ROPE 





COLUMBIAN 


Auburr 








Always Reliable 
—All the Time! 


Mechanics today must have good, dependable 
tools that stand up under heavy duty. That’s 
why those who know specify Bernz ‘‘Always 


Reliable’ Torches, Firepots and Tools. 
Torches Pipe Wrenches 
Firepots Thawing Steamers 
Plumbers’ Chisels Wiping Cloths 
Lead Working Tools Testing Plugs 
Sanitary Tools Copper Tube Benders and 
Bibb Reseaters Cutters 
Solder Pots Solder Coppers 
Joint Runners Closet Augers 
Ladies Sewer Rods 
Smoke Testing Shave Hooks 
Machine Tap Hooks 





and MANY MORE 
No. 87, | Qt. —— 88, | Pt. 
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No. 200, vate Ne 100, ipt. OTTO BERNZ CO., Rochester, N.Y. 








Top Filler. 








Genuit® DOMES 2° SILENCE 


SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40 SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Name 
on each genuine 


“Domes of Silence" 
Glide. 





Domes of Silence Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 






Ask your Jobber. If he 


DOMES of SILENCE, Inc., 45 P 
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More Dollars Per Man Per Month in the 
PAY-ROLL WAR SAVINGS PLAN 


‘= TO WIN THIS WAR, more 
and more billions are needed 
and needed fast-—AT LEAST 
A BILLION DOLLARS A 
MONTH IN WAR BOND SALES 
ALONE! 

This means a minimum of 10 percent 
of the gross pay roll invested in War 
Bonds in every plant, office, firm, and 
factory in the land. 

Best and quickest way to raise this 
money—and at the same time to “brake” 
inflation—is by stepping up the Pay- 
Roll War Savings Plan, having every 
company offer every worker the chance 
to buy MORE BONDS. 

Truly, in this War of Survival, 
VICTORY BEGINS AT THE PAY 
WINDOW. 

If your firm has already installed the 











Pay-Roll War Savings Plan, now is the 
time— : 


1. To secure wider employee par- 
ticipation. ‘, 

2. To encourage employees to increase 
the amount of their allotntents for 
Bonds, to an average of at least 10 
percent of earnings—because 
“token” payments will not win this 
war any more than “token"’ resis- 
tance will keep the enemy from 
our shores, our homes. 


If your firm has not already installed 
the Pay-Roll War Savings Plan, now is 
the time to do so. For full details, plus 
samples of result-getting literature and 
promotional helps, write, wire, or 

hone: War Savings Staff, Section E, 

reasury Department, 709 Twelfth 
Street NW., Washington, D. C. 





U. S. War Savings Bonds 


























“VEEN” oo. KNIFE SHARPENER 


SAYS SHE ee ae 


Show a harried housewife the machined Service for 


Revolving Discs and point to the 


Double-Money-Back Guarantee = 
SOLD in a jiffy! Individual cartons; 

RETAIL 
— 


dozen counter display. At your jobbers. 
IMMEDIATE 
SHIPMENT 




















SOUTHINGTON 


| SCREWS | 
For Wood or Metal 


Since 1867 the name Southington has 
stood for dependable value in hardware. 
Southington Wood Screws, Drive Screws 
and Sheet Metal Screws are in constant 





Ch uses . 


VENtilays 
. Ors, Grilles, fil 






demand because of their superior quality. 







ae All standard sizes with various styles of 
“rnisheg . 


in heads in the most called for types. Send 


















Plain on for Catalog which illustrates and de- 
OT Ga v ote scribes the entire line. 
FLECTRG enn 
ANIZe - 
cana 7 THE SOUTHINGTON 
tronze | HDWE. MFG. COMPANY 











WICKWIRE BRO in. cor tiga ter maale — i 





A SUPERIOR SCREWDRIVER J9Z GZS THE AUTOMATIC GRIP 


Full-featured: chrome vanadi- value of an already 
um blade, tempered entire quality screwdriver — holds, 
length; hand-ground bit; many starts and sets-up screws in 
; models have transparent, un- unhandy places. Advertised 
4 COLOR breakable insulating handles in ‘Popular Mechanics'’ and 
COUNTER eE plus the patented, exclusive “Popular Science’’ — ready 
\ 1) Gripper that doubles the sales for you. 





GRIPPER DISPLAY, ct Wah Order Through Your Jobber 
} of patentee =, eRe:  — UPSON BROS.,INC., 84 Exchange Street, ROCHESTER, N. Y. 











90 HARDWARE AGE 








g old things! 


Se why nol benefit coe 
by showing your customers 


how NUCUT Files 
speed repairs? 





IN MACHINE SHOPS, garages, on the 
farm, in factories, the home—every- 
where all sorts of things are today 
being fixed and repaired. Discarded 
equipment, worn parts and products 
are being overhauled, rebuilt, 
salvaged. 


This is calling for a lot of filing— 
and files. Particularly NUCUT Files, 
Wa iii : if the work is to be done faster, 


44; f 
Th; 
444, ff 
FITTS 


Wf, ; easier, better. Patented ‘Wavy Teeth” 
NUCUTS do two jobs at one time. 
The coarse teeth cut clean, deep— 


TIL, 
4/7, 


4s, 
/ 
fee 4s (sss 
4s 444 4t; J 
FAL ITF 4d; AEE 


UM abba —— while the fine teeth level off smooth. 
Uf Both at the same stroke! 

This méans speedier, more uniform 
cutting, shaping, finishing — without 
skidding or scraping. See your nearest 
jobber for the sizes, shapes and cuts 


4 
/ 44) 
FELL II4SG | 

4 


Y if, Y fff YOM, Wye to best meet your customers’ needs. 
4 f, / ij {fs +ETITS 
HELLER BROTHERS COMPANY 
oo America’s Oldest File Manufacturers 
Newark, N. J. * Newcomerstown, Ohio 





HELLER 


ONLY NUCUTS CAN GIVE = lf 
YOUR CUSTOMERS ALL THESE 


FEATURES: WAVY TEETH 
ae et ae ett 


FILES 


PAT. NO. 2027039 
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“IVE been selling Cyclone ‘Red 
Tag’ Products for many years, 
and I know that any goods with 
this tag are top quality. And*in 
these days—when you don’t know how long you'll 


ucts that are well-known for the way they last. 
And they'll thank you for it. 

“~~ Cyclone has always felt that it is just good busi- 
ness to make a quality line of merchandise. And 
many dealers have found it good business to 


have to use the things you buy—that’s an im- 
portant thing to know.” 


It’s good to be able to say this to customers 


capitalize on Cyclone’s reputation for quality. So, 
if you have Cyclone “Red Tag” products in stock 
—point to the tag so customers will see that you 


right now. For although customers might take any 


handle good merchandise. It takes only a moment 
merchandise, they’re going to be glad to get prod- 


—and it helps you create good will. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois + Branches in principal cities 


United States Steel Export Company, New York 





Service built the Quality Reputation of these Cyclone “‘Red Tag’’ Products 











About Deliveries... 






oer. at. a8 
YES 2 Ss Everyone knows that Uncle 
a Se) Sam gets first call on whatever 
4 va? ve ie he needs to fight the war. And 
A A = 





steel is one of the critical ma- 
terials, But, when you need 
Cyclone “Red Tag” Products, 
check with your jobber. He 
may be able to supply you. 
And, subject to priority regula- 
tions, we'll do all we can to pro- 
vide goods for you to sell. 
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